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ALL-STEEL PRODUCTS 


OIVISION OF 


ALL STEEL AS EQUIP COMPANY 











The Raco-All-Steel«Line rates No. | with many 
successful wholesalers and salesmen throughout 
America. They know that it’s a trademarked line, 
that it is easier to sell because it’s clean and attrac- 
tively packaged . . . that Raco means quicker turnover, more profit! 





Raco rates No. | with architects, builders, and contractors, too, 
because it is a complete line. There is a RacoeAll-Steel + Product 
for every type of construction, for all repair and maintenance jobs. 
They know that Raco is a mark of better materials and workman- 
ship. Actually more than 31 years of product improvement and 
engineering have kept the Raco-All-Steel-Line in step with the 
latest developments in the electrical wiring field. 

And in addition, the Raco-All-Steel-Line is sold nationally only 
through wholesalers! It’s the dependable line, the “quality line.” 
Remember, you can always RELY on RACO! 


BX or Non-metallic. More wiring room. 


} < DO-25 NJ K—Check this box carefully—for use with either 





CATALOG C-44—WNew, up-to-date, see connector chart, com- 
parative Box number chart and other helpful information. > 


ALL-STBEL-EQUIP COMPANY, INC. 
300 Kensington Avenue, Aurora, Illinois 
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SOURCE The figures we use as basis for these monthly 
comparisons of performance in the electrical wholesaling 
field are collected and compiled by the Bureau of the 
Census of the U. S. Dept. of Commerce. 
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Business Index 
For the Month of November, 1944 


SALES Although during the month of November, the 
country was rife with “war will end soon” rumors that 
had a tendency to curtail the buying of many industrial 
supplies, the sales of electrical goods through wholesalers 
rose 7 percent above the level of October. 

It is probable that the needs of those industries that 
were in the process of reconversion before the European 
set-back formed a large part of those customers whose 
purchases put wholesalers’ sales ahead. 

The increase in September made that the fourth month 
since June that sales of electrical goods have shown an 
increase in dollar volume over the preceding month, Only 
in July and September were month-to-month declines 
registered. 

When compared to average monthly sales of 1939, 
November sales volume was 30 percent ahead, or just 
about equal to the level of wholesalers’ business during 
the last 5 months of 1943. 


INVENTORIES Inventories of electrical goods as carried 
by wholesalers during November averaged 85 percent of 
the 1939 peace-time level for that month. This was the 
second month in succession, and the fourth in five months, 
that inventories have been reported at a higher level than 
at any time since the Controlled Materials Plan was an- 


1942, 


nounced in November 


COLLECTIONS Collection percentages in November 
were at 87, the same percentage as registered in October, 
and 7 points above the report for November, 1943. Ac- 


counts receivable were down 1 percent from the figure 
of October, and 10 points below the revised figure for 
November 1943. 

32a 




















Ao-- FS> BASIC 
i 

y 10 0 pilot 

ant product betterme® 


a 
ea) 


t-plant _ 


In the General Cable Research Laboratory at Bayonne 
one soon becomes conscious that this unit is not just 
a laboratory but an institution on which the technical 
advance of an industry largely depends. At what speed 
rate can continuous annealing of copper be accom- 
plished? How control materials for more perfect surface 
finish? What refinement of raw material and process 
specifications for specific use-applications? General 
Cable scientists delve deeply that the end product may 
be still more serviceable, of still greater uniformity, 
ee and of no greater cost. 
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BUSINESS INDEX 





REGIONAL ANALYSIS 


” increase in wholesalers’ sales during November over 
£% the previous months was reported from all geo- 
graphical regions except one, the increases ranging up to 
twelve percent. Region 8, the Mountain States, just 
equalled the previous month’s volume, and region 5, the 
South Atlantic States, dropped 3 points below. 

Both rural and industrial sections of the country were 
well represented among the regions showing monthly gain 
in sales, Region 3, the industrial East North Central states 
of Ohio, Indiana, Illinois, Michigan and Wisconsin, and 
the predominantly rural region 7, the West South Central 
States of Arkansas, Louisiana, Oklahoma and Texas, 
showed the largest over-all gains in sales volume over 
October with index figures of 112 and 111 respectively. 

Although inventories were not as well distributed 
among the nine regions as were sales, they did not show 
the wide gap between high and low that were reported 
during August and October. 

The reports for November indicate that electrial sup- 
plies were reaching wholesalers in all sections apparently 
with comparatively little difficulty, and that, in the absence 
of violent variations of sales between the regions, inven- 
tories did not drop far below the country’s average in 
any region. 

Region 7, alone of the nine regions, reported inventories 
below the October level, but this may be attributed to the 
fact that these states had a higher than average sales vol- 
ume in November following nearly as high a sales gain in 
October. 
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Figures in this table apply to the geographic divisions 
as outlined and numbered in color on map above 

















SALES INVENTORIES 
November 1944 —e November 1944 
Compared in % with eaten Compared in % with 
Oct. Nov. (See Map) Oct. Nov. 
1944 1943 1944 1943 
106 91 1 105 92 
107 108 2 102 111 
112 104 3 100 115 
110 126 4 100 130 
97 100 5 101 111 
110 128 6 102 119 
111 98 7 95 123 
100 100 8 103 123 
109 105 | ? 101 111 
For 

107 105 101 




















STATES COMPRISING GEOGRAPHIC DIVI- 
SIONS: Region 1—Mlaine, N. Hamp., Vt., Mass., R. L., 
Conn.; Region 2—N,. Y., N. J., Penn.; Region 3—Ohio, 
Ind., Ill, Mich., Wis.; Region +—Minn., Iowa, Mo., N. 
Dak., S. Dak., Nebr., Kans.; Region 5—Del., Md., 
1). of C., Va., W. Va., N. C., S. C., Ga., Fla.; Region 6— 
Ky., Tenn., Ala., Miss.; Region 7—Ark., La., Okla., Tex. ; 
Region 8 Mont.. Idaho, Whyo.. Colo.. N. Mex. ; Ariz., 
Utah, Nev.; Region 9—Wash., Ore., Calif. 
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No Spring Convention — 
No Lighting Exposition als issue 


was going to press, Washington issued a ban on meetings 
or conventions involving attendance of fifty or more 
persons. Before the ink was dry on the issue, word was 
received that not only the National Bilocesical Whole- 
salers Association had cancelled its April convention 
but that the International Lighting Exposition as well 
as the National Electrical Manufacturers’ April conven- 
tion had been cancelled. 


* 


Lighting Sales Prospects 4. recent 


survey, conducted by the National Association of Retail 
Grocers revealed, that NEW LIGHTING FIXTURES and 
new store fronts stood at the head of the list of post-war 
improvements to be made by the country’s grocery stores, 
when they can get what they want. 

Grocery and food stores account for approximately 
one-third of the nation’s 1,770,000 retail establishments 
which means approximately 590,000 stores, If, therefore, 
the survey reflects the intent-to-buy as accurately as is 
assumed, then over half a million grocery and food 
stores will be ready to buy from 2 to 10 lighting fix- 
tures each—that would total to from one to five million 
lighting units and from 2 to 10 million bulbs or tubes. 

Cut that “guesstimate’” down if you wish, the survey 
indicates that there is a huge demand existing now, and 
it refers to only one segment of the whole lighting 
market, 

Obviously the salesman who has worked with his 
contractors and retailers in planning an intensive lo- 
calized campaign for selling commercial lighting is going 
to reap a nice harvest, once manufacturers get the green 
light from WPB on all types 
production. 


of lighting equipment 
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Take Care of Your Cars when the 


Office of War Information sends the press a release that 
contains fifteen closely-typed pages, the subject must be 
something not merely serious but highly critical, and 
that’s exactly what was done on the subject of automo- 
bile transportation—cars, tires, batteries and gasoline. 

Sum and substance of the urgent message is TO CON- 
SERVE, AND NURSE ALONG, AND TAKE CARE OF WHAT 
YOU GOT, because at least for the rest of this year it’s 
not merely going to be darn hard but almost impossible 
to get replacements, 

That December counter attack which the Nazis staged 
as a special Christmas surprise for our boys, plus some 
other factors, just upset a lot of carefully made calcu- 
lations. We might say that flattening out that Belgian 
Bulge was made possible only by once more bulging 
war production at home. Reconversion as well as pro- 
duction for civilian consumption were swiftly bulged off 
the schedules, and it’s strictly in the laps of our Army 
and Navy as to when they are picked up again. 

Meanwhile here is the lowdown on the whole sit- 
uation. 

cars: No new car production in 1945, Our stockpile 
of new 1942 is almost used up. Rationing tighter than 
ever, 

TIRES: Quotas cut 10 percent in January. Other cuts 
coming. No relief in sight until Hitler and his Nazis 
have surrendered, 

BATTERIES: Lead is one of the most critical materials 
toady. Cut in supply of lead for civilian batteries will 
be 40 percent. 

GASOLINE: War demands are still growing and no 
relief in sight. Measures to reduce black market opera- 
tions will be tightened steadily. No chance for any in- 
crease in gallonage-value of coupons, 

If you want to keep on riding, you'll have to take 
care of what you got and no mistake about it. 


(Continued on page 47) 
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To Our Good Friends 
The Jobbers’ Salesmen: 





—————___—_—_—______| 


During the past decade when there has been a disposition on the 
part of many to question the necessity of the middleman in the 
distribution of commodities, it is very gratifying that the Elec- 
trical Supply Jobbers have, by constructive effort, proved be- 
yond question that they perform a most essential economic func- 
tion in the industry they serve. The Jobbers’ Salesmen, going out 
into the highways and byways with the electrical message, are 
today a leading force in promoting the “‘do it electrically” idea. 
Efficiency, economy and a more general participation in the com- 
forts of modern life follow wherever the Jobber’s Salesman 


blazes a trail. 


As a company which has from the beginning had the faith to 
stake its future on the service of the electrical jobber, The 
Robbins & Myers Company is especially glad to welcome as an 
added factor in the industry, ““The Jobber’s Salesman,” this 
new publication dedicated to the purpose of helping the sales- 
men of the electrical jobber in their important work. 


In this same space in each issue of this publication, we expect 





| to present to you salesmen of electrical merchandise, facts con- 
| cerning R. & M. products and service which we hope will be 
| helpful to you. As The R. & M. Company to no small degree, 
owes its success to the co-operation we have been able to give 
and receive from the jobbing trade, we are glad indeed, to have 
this splendid opportunity to keep in closer touch with you. We 
hope it may result in an even greater degree of mutual helpful- 
ness than has obtained in the past. 


C. F. McGilvray, Pres., W. J. Myers, V.-Pres., W.A. Myers, Sec’y, H. F. Freeman, Treas., 
W. W. Mumma, E. Newnham, C. H. Clark, General Sales Committee 


The Robbins & Myers Company 
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(Continued from page 43) 


’ 
Don t Grumble Since the shortage of coal and 


other fuels made the “Brown-out” order necessary, we 
hear frequent grumblings from people who seem to 
think that our main thoroughfares, advertising signs 
and store windows should be lighted up like the pro- 
verbial Christmas tree—war or no war, 

Considering that even under the “brown-out” order 
a building may use 60 watts of lighting for marking 
the entrance alone and that here in the United States 
there is really no limit on the use of current within 
buildings or in the home, it is interesting to note what 
has happened in areas that actually have felt the impact 
of war at its worst. 

According to the Royal Netherlands Information 
Bureau, the shortage of electricity in Holland’s liberated 
areas is so great that authorities of Hertogenbush have 
limited the use of electricity in a house to one (1) only 
25-watt bulb for six hours per day. Homes sheltering 
more than one family may use one (1) only 15 watt 
and one (1) only 9-watt lamp, or, if three families are 
living in one house, each may use one (1) only 9-watt 
bulb for six hours. Needless to say, the use of electric 
heaters, irons, vacuum cleaners and washing machines 
is prohibited. 





WAR AND MIGRATION 
DECREASE FARM POPULATION 


THERE WERE 30.3 MILLION PERSONS ON FARMS 
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A TOTAL OF 25.5 MILLION PERSONS ON FARMS 


SOURCE: U. S. DEPARTMENT OF AGRICULTURE 
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Construction Yardstick the vs. Bu. 


reau of Labor Statistics recently took a typical $1,000,- 
000 non-residential construction contract apart to dis- 
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cover just how the money was spent, how much for 
labor and how much for the different materials. 

It was found that slightly over half the money—$516,- 
000 went for materials, Of that sum electrical wiring 
and fixtures accounted for $31,500 or slightly over six 
percent. Only iron and steel, lumber and stone and 
glass products got a bigger slice of the materials dollar. 
than did the electrical industry. 


* 


Bananas Et Al Part of our job is to read— 


or at least scan—the large batches of Advance News Re- 
leases that arrive daily from the various Government 
agencies and when we come to some, in which OPA 
sets prices and margins to wholesalers, we often wonder 
what type of magic formula or crystal ball is used in 
fixing the percentages. 

Take Bananas. Wholesalers were permitted to add 
37% percent to the cost, when they sold bananas in full 
stoms (that’s a standard package in bananadom) and they 
could add 48% percent in what we would call “broken 
package quantities.”” Now OPA has revised that sched- 
ule “to make possible better distribution of bananas; to 
encourage the sale of ripened bananas and to enable im- 
porters who also operate as wholesalers to recetve a fair 
profit.” (There’s real sympathetic cooperation, eh what!) 

And Surgeon’s Rubber Gloves. Now being sold by the 
Procurement Division of the Treasury Department. 
Wholesalers must pay 21 cents a pair. They get a mark- 
up of 33 percent and sell to the retailer at 28 cents a 
pair, Then the retailer is allowed to collect 49 cents a 
pair, grossing his 75 percent on his investment. Total 
cost of distribution for the 21 cent pair of gloves 28 
cents or 133 percent. 

And Life Rafts. Yep—they’re selling 5-men, 1000 
pound capacity pneumatic life rafts. Price ceiling as of 
January 29, 1945: $99.50 for wholesalers and, adding 
60 percent mark-up, the price to the retailer is fixed 
at $158.50. 

All this to show that somewheres in Washington they 
think a lot of the wholesalers, 


* 
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THE HOUSE OF SIGNAL SERVICE SINCE 1884 


A Li 


the acquisition by the Faraday Electric Corpo- 
ration of the signal systems business of the 


Holtzer -Cabot Eleetrie Company of Boston 


Combining this old established signal systems busi- 
ness with our Stanley & Patterson Division will result 
in the widest and most complete line of signal systems 
equipment in the country. 

The rigid standards of efficiency and quality and the 
high type of service which have been established by each 
of these organizations in the past will, of course, be 
maintained in the future. Manufacturing will be done in 


Adrian, Michigan and Boston, Massachusetts. 


STANLEY & PATTERSON DIVISION 


OF FARADAY ELECTRIC CORPORATION - ADRIAN, MICHIGAN 


DISTRICT OFFICES IN: ATLANTA * BIRMINGHAM ¢ BOSTON * CHICAGO e CLEARWATER * CLEVELAND * DALLAS * DENVER 
DES MOINES * KANSAS CITY * LOS ANGELES * MEMPHIS « MINNEAPOLIS ¢ NEW ORLEANS © NEW YORK ® PHILADELPHIA ¢ PITTSBURGH 
RICHMOND ® ST. LOUIS « SAN FRANCISCO ® SALT LAKE CITY * SEATTLE * WASHINGTON ¢ IN CANADA: BURLEC LIMITED, TORONTO 13 
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REDEDICATION 


An Obligation to Our F ighting Men 





reminded that so long as we still are fighting 

either of our major foes, first claim upon the 
productive resources of the United States—its manpower, 
materials, utilities, and industrial facilities—must be the 
production and delivery of munitions and war supplies. 
All other claims are secondary. No responsible citizen 
would have it otherwise. For in this war even more is 
at stake than our existence as a Nation. We dare not 
forget that we are engaged in a struggle that challenges 
the fundamental values upon which our civilization has 
been built. 

It is not easy to list the values that we are fighting to 
uphold. They have been clothed in a variety of shapes 
over the centuries. They will assume new forms in the 
years ahead. But they have an inner consistency that 
free men the world over can feel and recognize: the 
right of the commoner against the noble, the right of 
the individual against the state, the right of trial by 
jury, the right to vote, the right to an education, the 
right to freedom of speech and worship, the right to 
work in a sphere of one’s own choosing, the dignity and 
the equality of the individual under the law—these are 
our cultural heritage, painfully won and often precari- 
ously held over the ages, always to be rewon, redefined 
and buttressed by each succeeding generation of men. 

The preservation of this vital core of value, and its 
transmission to our sons and daughters depends upon 
our victory in this struggle. So those things which are 
essential to victory must come first. And since the pro- 
duction of war munitions in overwhelming volume and 
quality can hasten that victory and save countless lives 
of our fighting men, no effort that will contribute to 
this end should be regarded by us as a sacrifice. 


D'= the last few weeks we have been forcibly 


” w Dg 


The present is no time for self-congratulation upon 
our achievements either in the theatres of battle or of 
production. The mounting casualty lists should suffice to 
curdle the savor of any such indulgence. The most that 
can be said in reasonable taste and good conscience is 
that performance in both fields is such as to warrant our 
firm confidence that we can carry to successful com- 
pletion the tasks that remain to be done. 

Nor is there profit in even observing, much less de- 
ploring, that the tasks ahead are more formidable than 
those which were defined for us a few short months ago. 
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Then, all of us—military leaders, government officials, 
workers, and business men—were riding a crest of opti- 
mism as to an early end of the war in Europe and as to 
the character and dimension of the war against Japan. Al- 
ready we had begun to turn anxiously toward the prob- 
lems of reconversion which then seemed so near at 
hand. Schedules for war production, based upon the 
best available estimates of need, called for a 5 billion 
dollar reduction from 1944 performance, even though we 
might have to continue a two-theatre war, and for a 
40 percent reduction in the event of an early victory in 
Europe. 

Today, those forward estimates have been revised 
sharply upward. That is true both of the 1945 require- 
ments to meet the needs of a two-theatre war, and of 
requirements for the Pacific war once the European 
phase is ended. For this upward revision four chief 
reasons are responsible: 


1. European battle experience has shown markedly 
greater use of expendable munitions than was pro- 
vided in the formulae upon which our original pro- 
duction schedules were calculated: the result has 
been a depletion of inventories on a scale that would 
become dangerous if allowed to continue. 

2. Experience has also demonstrated the need for new 
types of weapons or increased complements of some 
existing types to match new enemy equipment or 
tactics. 

3. A less easy optimism as to the early ending of the 
European war has given rise to a growing disinclina- 
tion to gamble on the approximate date. 

4. An increasing conviction prevails that the war against 
Japan may require ground-army operations on the 
Asiatic mainland on a scale greater than originally 
premised. 


But if these changes in the fortunes and outlook of 
war have raised our estimates of military requirements, 
may not subsequent favorable changes in the military 
situation cause them again to be revised downward? It 
is entirely possible. But our military men have learned 
that they cannot safely discount what might desirably 
happen as something that will happen. Those working 
on the production front also must learn that lesson. For- 
tunately, the record shows that we have been able to 
maintain a war production almost equal to that of the 
rest of the world combined, even while we produced for 
civilian use on a scale that has been large even by our 
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own pre-war standards. So we have ample margin to 
whip whatever war job may be required of us. As now 
defined, the task will not be easy. But it can and will be 
done. 


w w x 


What, then, is the production task with which we are 
charged? Our 1945 production for the two-theatre war 
now calls for the substantial maintenance of the over- 
all levels reached in the latter months of 1944. But there 
is a shift of emphasis. Almost half of the programs for 
specific equipment items are declining. A few are sched- 
uled to hold level. About 45 percent are scheduled to 
rise sharply. That means that workers and facilities must 
be shifted to man the expanding programs. At the same 
time the armed services are calling for many more men 
than can be supplied from those who become newly eli- 
gible to the 18 year old age group. That means further 
drafts upon war workers. It means also replacements 
for them when they are taken from the expanding pro- 
grams. Finally, events demand that we produce as much 
as possible of many items during the first half of 1945. 

Our task, then, is one of intensified effort for the im- 
mediate future, with multiple readjustments at a stage 
when adjustments are hard to make. Materials for which 
demand was easing as pipe-lines were being drained in 
anticipation of falling schedules again are tight as the 
pipe-lines are being refilled to meet augmented require- 
ments. Men, women, and facilities must be shifted from 
less essential to more essential tasks. What must be done 
will be done. But unless there is much voluntary accom- 
modation, it will be necessary for us to suffer a formid- 
able amount of governmental direction which none of us 
likes, many of us deeply resent, and all of us, when per- 
sonally affected, volubly protest. The more we police 
ourselves, the less we shall be policed. 
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Even after Germany has been defeated, we shall still 
face a far from light production requirement to continue 
the war against Japan. As currently defined this phase 
might require war expenditures at something like $70 
billions a year, an over-all reduction of approximately 
20 percent from the $89 billions spent in 1944. Reduction 
in munitions output would be somewhat greater, prob- 
ably from 25 percent to 30 percent below 1944 levels. 
But it is important for us to acknowledge that the re- 
duction is going to be substantially less than the 40 
percent previously estimated. 

Only a few months ago there were those who ques- 
tioned sharply the possibility that we might need 60 
percent of current munitions output to win the Japa- 
nese war. Now the judgment of the military is that 70 
percent will be none too high. 

Actually the latter level would represent an increase 
of little more than 50 percent above what now is being 
produced for the Pacific area. This, certainly, is a mod- 
est estimate when we reflect that we shall inevitably 
more than triple the Army forces assigned to that 
theatre. 





Such a program probably would give us a current mu- 
nitions supply from three to four times that produced by 
Japan, but it is believed that we shall need that mucl 
to compensate for the advantages derived by Japan fron 
the fact that she will be fighting a defensive war, fron 
the volume of her accumulated stores, from her pre- 
pared positions, her shorter lines of supply and trans- 
port, and from her large troop reserves, the bulk of 
which we have yet to meet in battle. Certainly our pres- 
ent 3 to 1 production edge over Germany does not ap- 
pear to be excessive. 

The more modest V-E Day cuts contemplated by the 
present plan will mean a less acute reconversion prob- 
lem when they are made, but will leave a greater one 
to be met at the end of the war. They will mean prob- 
ably a net increase of not more than 4 million workers 
available for civilian work during the transition period. 
Their orderly absorption should present no embarrass- 
ing problem. Indeed, we now are warned by Washington 
that war production following V-E Day may require 
the protection of considerably closer control than was 
contemplated under the 40 percent cuts previously 


expected 
* w vw 


In short, we face for the immediate future a more 
difficult production job. It is made the more formidable 
by the fact that we had dulled the keen edge of our 
will to produce by our premature expectation of a re- 
duction in requirements. Now we are told that the trend 
of war production for the immediate future is up, that 
it is unsafe to discount the date of victory in Europe, 
and that the amount of leeway for reconversion after 
the defeat of Germany is less than had been anticipated. 

Accordingly, we must rededicate ourselves to the task 
of driving war production up. We must do without some 
of the things that we have enjoyed on the civilian front 
rather than demand more of those things; we have still 
to devote our abilities and energies first and foremost 
to the demands of war. 

Whatever will assure and hasten victory must have 
first place in any statement of American policy. 

Without victory, our aims, and the underlying values 
upon which they are based, will be extinguished, blotted 
out by the opposing aims and values proclaimed by our 
enemies. 

The needs of our fighting men must be put first. For, 
unless we win the war, the National aims and policies of 
the United States will cease to have meaning in the 
world. 





President, McGraw-Hill Publishing Co., Inc 
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NEWA, NEMA Conventions, 


Lighting Show 


Cancelled 


Spring gatherings of electrical groups, plus first 


International Lighting Exposition, postponed to con- 


form with request of War Mobilization Director 


HE annual Spring meetings of the 

National Electrical Wholesalers As- 
sociation and the National Electrical 
Manufacturers Association, scheduled 
for Chicago in April, have been can- 
celled in accord with the request of 
James F. Byrnes, director of war mo- 
bilization, to reduce travel during this 
critical period of the war. At the same 
time, the International Lighting Expo- 
sition, scheduled to be held in Chicago 
at a time that overlapped the dates of 
the two conventions, was postponed 
indefinitely. 
' Following a poll of a cross section of 
NEWA membership, Charles G. Pyle, 
managing director of the association, 
dispatched to Mr. Byrnes a telegram 
stating that the wholesalers’ meeting in 
Chicago rl the Stevens Hotel, the week 
of April 22, would be postponed “until 
conditions may again permit the use of 
transportation and housing conditions 
without impairment to our national 
war program.” Mr. Pyle wrote NEWA 
members that the association would ar- 
range and announce new convention 
dates when conditions permitted. 

The board of governors of the Na- 
tional Electrical Manufacturers Asso- 
ciation met on January 18 to consider 
Mr. Byrnes’ request and decided to can- 
cel the NEMA meeting scheduled for 
Chicago’s Palmer House the week of 
of April 16. 

The chairman of the industrial and 
commercial lighting equipment section 
of NEMA, S. R. Naysmith, announced 
on January 22 that the association’s 


International Lighting Exposition, 
planned for April 19-23, would be de- 
layed until next year in order to co- 
operate with the Government’s a 
The NEMA group stated that “Natur- 
ally, the section regrets that such action 








Cancel Pacific NEWA Meeting 


At press time word was received 
from J. P. Carson, chairman of the 
Pacific Division of NEWA, that the 
annual spring convention tentative- 
ly scheduled for May, had been 
cancelled in accord with the re- 
quest of the Government. 











has become necessary. The interests in 
the Exposition has been so great that it 
is evident that a lighting exposition can 
and will serve a great public purpose. 
It is the aim of the industrial and com- 
mercial lighting section to continue with 











FIRST BUSINESS LEDGER of the Gray & Barton firm, parent company 
of the Graybar Electric Company and Western Electric Company, is ex- 
amined by A. H. Nicoll, left, president of Graybar, and F. B. Wright, director 
of public relations for Western Electric, This is the seventy-fifth anniversary 
of the founding of the Gray & Barton concern. 
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Take a look at the size of the 


“BATTERY OF TOMORROW” 





in 





Baas 








‘EVEREADY’ “MINI-MAX"B” BATTERY 


(2212 VOLT) 








Here IT Is—the midget battery that opens up 
new fields of opportunity in postwar radio and 
electronics. 22/2 volts crammed into a space so 
small that it staggers the imagination! 
“Eveready’s” exclusive “Mini-Max” construc- 
tion makes all this possible. Actually it has 
proved a vital factor in improved communica- 
tion equipment for this mobile war. By the same 
token this revolutionary “Mini-Max” construc- 
tion will make possible radically new portable 
radio sets and other electronic devices after the 
war—sets for the personal use of an individual. 
Sets so small they will fit in a man’s vest pocket 
or a woman’s handbag. The portable radio busi- 
ness, just coming into its own before the war, 
promises to return with an even brighter future 
—aided by this midget battery. You can look for- 
ward to a new line of merchandise on your 


shelves— new customers—new business. 
Actually, the baby “Mini-Max” “B” Battery 
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in itself is an invitation to creative men to de- 
velop new devices to keep pace with it. We urge 
engineers and designers to consult us— discuss 
their ideas and problems with our engineers, 
who are ready and willing to cooperate in every 
way. The laboratories and technical staff of 
National Carbon Company are at your disposal 








“EVEREADY” 


MINI-MAX 


RADIO “B” BATTERIES 


NATIONAL CARBON COMPANY, INC. 
Unit of Union Carbide and Carbon Corporation 





wc 
General Offices: NEw YorK, N. Y. 


The trade-marks “Eveready” and ‘“Mini-Max” distinguish products 
of National Carbon Company, Inc. 
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the plans for this Exposition to the end 
that when we are closer to Victory, the 
Exposition can be held with a special 
emphasis on lighting for the reconver- 
sion and post-war periods,” 


"44 Radio Industry 
Near $3 Billion 


The radio industry’s all-out war ef- 
fort in 1944 brought its total preduc- 
tion in terms of dollars to approxi- 
mately $2,700,000,000, an increase of 
20 percent over the previous year, ac- 
cording to the Philco Corporation in a 
review of the whole industry’s accom- 
plishments. 

Measured in physical terms, the out- 
put was even greater, Philco said, be- 
cause the Army and Navy enjoyed the 
benefits of lower costs on many pieces 
of equipment as the year progressed 
and greater efficiency and production 
short-cuts were developed. 

Among the radio industry’s contri- 
butions to victory, many of which are 
still deep in secrecy, is the mass pro- 
duction of radar equipment which is 
one of the most decisive weapons in the 
hands of the armed forces, the report 
stated. 

Philco estimates that the pent-up de- 
mand for new home radio receivers has 


Pittsburgh’s “Swap Plan” 
Handles 19,000 Appliances 


Resold in working order for $334,183, utility an- 


nounces in report on 18 months as one of sponsors 


of manufacturer’s appliance restoration plan 





reached between 20 and 25 million sets. 
The industry’s all-time high in pro- 
duction was 13,100,000 in 1941. 


Penn. Co-Ops Plan 
Large Rural Program 


Light and power will be available to 
about 15,000 farms after the war when 
more than 1,400 miles of new electric 
lines will be erected in rural areas of 
Western Pennsylvania. 

Farm cooperative groups in_ this 
area, organized under the Rural Elec- 
trification Administration, plan _ to 
spend more than $500,000 for trans 
mission and distribution lines, poles, 
transformers and other equipment. 


TOTAL of 18,951 out-of-service 

appliances were swapped for War 
Stamps and when reconditioned were 
resold for $334,183 in the appliance 
restoration plan (swap plan) pioneered 
by the Proctor Electric Company and 
sponsored in Pittsburgh by the Du- 
quesne Light Company, according to an 
18-months report just released. 

Electric flatirons headed the list of 
appliances swapped. A total of 5750 
were turned in for reconditioning and 
resale. Radios were next, followed by 
vacuum cleaners, washers, toasters and 
electric refrigerators. 

In the value of the appliances on re 
sale, the washers led the list. At an 
average price of $50, a total of 2254 
washers were sold for $112,700. The 
highest average unit price for recondi- 
tioned appliances was for four electric 
ranges which sold at $75 each. Refrigera- 
tors brought an average price of $65, 

(Continued on page |13) 








FOR 50 YEARS of “outstanding contribution to the electrical 
industry,” A. L. Hallstrom, retiring vice-president of Graybar 
Electric Company, Inc., is honored at a luncheon given by the 
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Electrical Association of Philadelphia at the Warwick Hotel. 
Mr. Hallstrom is one of a group of twenty who founded the 
Association in November 1917. 
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1920: 


ommemorating the Twenty Fifth Anniversary of the founding 
of this publication, this February 1945 number is published in a 
general world atmosphere and under economic conditions that are 
basically not unlike those that existed when the first issue made its 
appearance. . 
Then, in 1920, the electrical industry had emerged 
from World War I with its position as one of the country’s great 
industries firmly established and with a manufacturing capacity 
that was far greater than it had been ever before. To meet its stead- 
ily mounting needs for broader distribution of its products, electrical 
wholesalers everywhere had expanded their warehousing facilities, 
their staffs and their over-all capacity. 

Obviously, then, in 1920, the electrical industry as a 
whole was facing a serious problem. If the wheels in those thousands 
of producing plants and the facilities of those hundreds of whole- 
salers were to be kept moving, markets had to be found for the 
goods produced, AND THAT MEANT SELLING. 

Efficient and economical salesmanship was needed 
more than ever before and it was to help fill that need that this 
publication originally known as “THE JOBBER’S SALESMAN” 
was founded. 

Today, in 1945, twenty five years later, while a much 
more vicious global war still must be won, we can see emerging out 
of the processes of intensive war production, terminations and re- 
conversion an electrical industry that will have previously un- 
dreamed-of, almost unlimited capacity to produce. 

‘To meet the distribution needs of that industry, a na- 
tionwide net-work of well-equipped, well organized wholesalers is 
ready today to take the goods of that industry to market and once 
again, but infinitely more so than ever before the urgent future need 
will be SELLING. 

In fact, it might be said, without fear of contradiction 
that with the resumption of production of civilian goods, salesmen 
everywhere will enter the period of their greatest opportunity in 
the history of this country and efficient and economical salesmanship 
will reap unprecedented reward. 

The leading editorial of the first issue of this magazine 
states “It is a magazine of the salesmen, by the salesmen and for the 
salesmen — and nothing else. It was suggested by salesmen. Its pub- 
lishers are salesmen, its articles are written by salesmen and its read- 
ers are salesmen’. All of that can be said of this magazine today. 

That same editorial charged the audience of this mag- 
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azine as follows: “Your job as salesman for an electrical jobber 
(Wholesaler) is the hardest job in the industry. You are expected to 
know the uses and selling points of some 5,000 products, just as the 
manufacturer’s salesman knows his line. You are expected to develop 
the contractor-dealer, give technical assistance to the industrial plant 
and educate the central station. You must create good will for the 
jobber, yes, and when necessary justify his very existence, seek 
new outlets for our products, adjust complaints, pass on credits and 
what not.” 

That summary of the job that the salesmen of electrical 
wholesalers must be prepared to do is not merely as true today, 25 
years later, but in fact his job has many new ramifications and im- 
plications that did not then exist. 

The applications of electricity to the doing of tasks in 
the home, in industry, on the farm have increased a thousand-fold. 
The restrictions on production for civilian use of radio and television 
sets and appliances, now existing for over 3 years, have resulted in a 
backlog of consumer demand, which will be satisfied, as civilian 
production is resumed and electrical wholesalers will provide eco- 
nomical distribution for those products. An entirely new group 
of products, electronic devices, will soon invade the field, with 
electrical wholesalers presenting the most practical channel for their 
distribution. 

In the years that lie ahead) WHOLESALER’S 
SALESMAN will continue to devote itself intelligently and inten- 
sively to carrying through the same task that its founders assumed 
twenty five years ago, namely: To stimulate improvement in the ef- 
ficiency of the entire electrical wholesaling industry and in the salgs- 
building effectiveness of the electrical salesmen so that in the future, 
as in the past, wholesalers will continue to be recognized as the most 
efficient and most economical channel for the wholesale distribution 
of the products turned out by electrical manufacturers everywhere. 

While thus re-stating a pledge that was implied in the 
first editorial, and printed in the first issue of this publication, we 
are deeply conscious of the fact that whatever degree of success we 
may have had in serving the electrical wholesaling field during the 
past 25 years. would have been impossible without the continuous 
cooperation of all factors in the industry. 

We gratefully acknowledge this cooperation and _ be- 
speak its continuation during the interesting years that lie ahead. 


THE EDITOR 
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Tomorrow’s world will witness countless new home benefits from 


electricity. In the kitchen, new quick-freeze refrigerators and new 
infra-red, deep-heat stoves—throughout your house, new high- 
frequency lighting, new FM and television radios. And to deliver 
electricity for this, not the ordinary wire of today, but a new wire, 


vith new and higher electrical standards will be required. 

Scientists have pioneered a better insulation for just such a wire 
Through research that stems from the rubber molecule itself, and 
through precise methods of production, United States Rubber 

: Company has developed Nubun...a new buna rubber insulation, 
Serving Through Science flexible, moisture-resistant, tough—safe. Nubun is applied by the 


Listen to “Science Looks Forward’’—new series of talks by the unique dipped process that permits perfect centering of the wire 
great scientists of America—on the Philharmonic-Symphony pro- 
gram. CBS network, Sunday afternoon 3:00 to 4:30 E.W.T. 


UNITED STATES RUBBER COMPANY 


1230 Sixth Avenue, Rockefeller Center, New York 20, N. Y. + In Canada: Dominion Rubber Co., Ltd. 





es 
“aon ow” 


and a diameter smaller than any now commercially available. 


60 WHOLESALER’S SALESMAN — February 1945 











ue NaTIONAL ELectricat Wuotes 





ALERS Association 


500 FIFTH AVENUE NEw YORK 18 





February 5, 1945 





Mr, 0, Fred, Rost, Editor and Publisher 
Wholesalert. Salesuan 
330 West 42 


nd Streat 


ew York 18, New York 


Dear Fred; 


Vongratulations to "Wholesaler' « Salesman" which 
this month celebrates its 25th Anniversary; 
that record of Continuity is im 
Much more impo ing, end to 
record of 9 


your exce]) 


Electrica} 


"€, during that sane Period, 

hés wade great &dvances ax an industry, From the "bells, 

and rosettes", the wholesaler'. Stock of the Post wer days 
orld War I, : 


ne OSt magica) electronic devices read 
his distribution after Forla War 


Step of the way, "Wholesalers « Ss 
Editors have been ore than 
without them ang 


their consis 
distance advanced 


Wholesalj 


buzzers 
of 
y for 





"Wholesaler! Pt abreast the e 
industry for which it so ably Speaks, i 
is today e mod 


Like the industr 
St World wap II pro 
Petent champion of a J 











VY» it too 
duct, a worthy and con- 
great and ératefu] industr 
Congratulations} But, more t hat, our best wishes 
for Many nore years of your invaluable Support and Constructive 
n influence, 
"i Cordial} 
l- 
* 4 
r 
‘. Chas. G, pyle ; Managi rector, 
GKW 
€ ‘ at 
at 
d Ss. 
<— 
or = 
n, 
1e 
re 
e. 


Fe pruary » -— 480 4K ALESMA 


wr 




















are made only by CROUSE-HINDS 


The Crouse-Hinds Company introduced the first cast electrical conduit 
fitting that was ever manufactured. Identified by the Crouse-Hinds trade 
name, CONDULET, this fitting was so well designed that it quickly revolu- 
tionized electrical conduit installation practice. Today, the complete CON- 
DULET line, greatly expanded and improved, is still the Standard of Qual- 
ity in the field of electrical conduit fittings. 


The WEDGENUT fastener, an 
exclusive Crouse-Hinds feature, 
is part of the cover. Screws 
can't fall out. No screw holes to 
locate. When tightened by the 
WEDGENUT fastener, the cover 
automatically seats itself, firmly 
contacting entire surface of 
cover opening. 


The Obround CONDULET 
was the original cast elec- 
trical conduit fitting. 
Today's improved CONDULETS 
have quality features not found 
in any other conduit fitting. 


CONDULETS are made only by Crouse-Hinds and every&genuine 
CONDULET bears the Crouse-Hinds trade name, CONDULET, or the 


Crouse-Hinds trade-mark. 


Taper Tapped Threads, an im- 
portant Crouse-Hinds feature. 
The threads on tapered conduit 
bear against every thread in 
the hub of a taper tapped 
CONDULET. This provides the 
most rigid joint, not affected by 
vibration. Assures permanent 
ground continuity. 


When a gasket is used, you 
have a thoroughly Weather- 
proof enclosure. 


Obround CONDULETS are a large and useful Series in the big 
CONDULET family. There are 49 different Obround Types listed in 
CONDULET Catalog No. 2500, Seetion 5. Sizes to fit 4%” to 6” conduit. 

Three styles of hubs: for thick wall threaded conduit; for thick wall A 


threadless conduit; for thin wall threadless conduit (electrical metallic 
tubing). In addition to plain covers, a variety of wire hole, switch, and 


receptacle covers are available. 


(ee 


CROUSE-HINDS COMPANY 


SYRACUSE 1, N. Y.. U.S.A. 


Nationwide 
Distribution 
Through Electrical 
Wholesalers 


BQ 


Offices: Birmingham—Boston—Chicago—Cincinnati—Cleveland—Dallas—Denver—Detroit—Houston—Indianapolis—Kansas City—Los Angeles—Milwa —Mipneapolis 


New York—Philadelphia—Pittsburgh—San Francisco—Seattle—St. Louis—Washington. 


Resident Product Engineers: Albany—Atlanta—Charlotte—New Orleans 


CROUSE-HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO, ONT. 


CONDULETS -: TRAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS 
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1840 — 1945 


Pe ssovical sketches of concerns that are recognized 
as electrical wholesalers today and that have contrib- 
uted 25 years or more of service to the economical dis- 
tribution of electrical products. 


A 

Allen & Jemison Co., Tuscaloosa, Alabama 78 

Allied Electric Supply Co., Pittsburgh, Pa. 93 
B 

Baker & Hamilton, San Francisco, California 72 

Barrett Electrical Supply Co., St. Louis, Mo. 88 

Bintz Co., W. H., Salt Lake City, Utah 72 

Blish, Mize & Silliman Hdw. Co., Atchison, Kan. . 

Braid Electric Co., Nashville, Tennessee 69 
Cc 

Canfield Supply Co., Kingston, New York 79 

Capitol Electric Supply Co., Lansing, Michigan 8| 

Coghlin Electric Co., Worcester, Massachusetts 74 

Colladay Hdw. Co., The Frank, Hutchinson, Kan. 80 

Columbian Electrical Co., Kansas City, Mo. 76 

Corrin Electric Supply, Oil City, Pennsylvania 77 
D 

Danser Mfg. & Supply Co., Weston, West Virginia 82 

D'Elia Electric Co., Inc., Brideport, Conn. 91 

Doubleday-Hill Electric Co., Pittsburgh, Po. 79 
E 

Electric Supply Co., Des Moines, lowa 84 

Electric Supply Co., St. Paul, Minnesota 93 

Elliott-Lewis Electrical Co., Philadelphia, Pa. 82 
F 

Fairmont Supply Co., Fairmont, West Virginia 90 

Franklin Electric Co., Philadelphia, Pa. 89 
G 

Gem City Electric Co., Quincy, Illinois 82 

Graybill & Co., Jno. E., York, Pennsylvania 69 
H 

Hartwig Co., W. J., Detroit, Michigan 73 

Haw Hardware Co., Ottumwa, lowa . 79 

Hawkins Electric Co., Chicago, Illinois 84 

Hendrie & Bolthoff Mfg. & Sup. Co., Denver, Col. 74 

Hunter Brothers, Inc., Fayetteville, N.C. 91 
I 

Illuminating Electric Co., Chicago, Illinois 85 

K 

Kailing Co., Alexander M., Milwaukee, Wis. 83 

Kelly-How-Thomson Co., Duluth, Minnesota 67 

Kurzon, Inc., Jos., New York, New York 86 
L 

Leonard Hdw. Co., Inc., Charles, Petersburg, Va. : . 64 

Lyon Co., Inc., W. C., Durham, North Carolina a ee 


Note: These historical sketches were prepared by our editors from material or 
information furnished to us by officials of each respective concern. While 
WHOLESALER'S SALESMAN believes that no inaccuracies are included in these 
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Masback Hardware Co., New York, New York . 
Mass. Gas & Electric Supply Co., Boston, Mass. . 
McNaughton-McKay Electric Co., Detroit, Mich. 
Merrill Electric Supply Co., Worcester, Mass. 
Mersick & Co., The C. S.. New Haven, Conn. . 
Metroplitan Electrical Sup. Co., Chicago, Ill. 
Mill-Power Supply Co., Charlotte, N. C. 


N 


Northland Electric Sup. Co., Minneapolis, Minn. 
Novelty Electric Co., Philadelphia, Pa. 


oO 
Orgill Brothers & Co., Memphis, Tennessee 


P 


Pace Co., W. T., Franklin, Virginia 
Petter Supply Co., Henry A., Paducah, Kentucky 


R 


Requa Electrical Co., Inc., Rochester, New York 
Revere Electric Supply Co., Chicago, Illinois 
Richards & Conover Hdw. Co., Kansas City, Mo. 
Roosevelt Co., W. A., La Crosse, Wisconsin 
Rumsey Electric Co., Philadelphia, Pa. 

Ryan Electric Co., J. J., Louisville, Kentucky 


S eieiieala 


Sager Electrical Supply Co., Boston, Mass. 
Salt Lake Hdw. Co., The, Salt Lake City, Utah 
Sanborn Electric Co., Indianapolis, Indiana 
Schaedler Brothers, Harrisburg, Pennsylvania 
Scott Co., The Charles B., Scranton, Pa. 
Shapleigh Hardware Co., St. Louis, Missouri 
Shephard Electric Co., Inc., Baltimore, Md. 
Silk City Electrical Sup. Co., Paterson, N. J. 
Simmons, Peter, West Valley, New York . 
Spring & Buckley, Inc., New Britain, Conn. 


. 
Treadway Electric Co., Inc., Little Rock, Ark. 


U 
United Light Co., Philadelphia, Pennsylvania 


Vv 
Varnick Co., John B., Manchester, N. H. 


WwW 


Wagner Hardware Co., The, Mansfield, Ohio 
Walker Co., Henry L., Detroit, Michigan 





67 


72 
73 


65 


73 
77 


presentations, we cannot assume responsibility for information furnished us 


by others expressly for publication in this, our 25th Anniversary Issue. 


, The Editor. 
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Well-Developed Service To Customers 
Fundamental Policy Of 105-Year OldFirm 


The C. S. Mersick & Co., New Haven, Conn. 


HROUGH 105 years of wholesaling, which is the 
6 poe of The C, S. Mersick & Co., New Haven, 

Conn., one reason for its success stands out above 
all others. This is the emphasis on the service to its cus- 
tomers. 

Here is the short but effective way in which D. M. 
Smith, manager of the electrical department describes 
these services. He says the C. S. Mersick & Co.: 

“Sells at wholesale only, throughout Connecticut. 

“Maintains 8 motor trucks with 30-ton capacity for 
delivery to principal towns. 

“Has 6 private telephone trunk lines to the New 
Haven switchboard from 6 key towns which gives free 








D. M. Smith, manager of the electrical 
department of the 105-year old C. S. 
Mersick & Co., New Haven, Conn., 
has been with this department for 
thirty years, 
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and over 


in the Electrical Wholesaling Field 


or reduced phone rates by calling through them. 

“Keeps a large inventory of electrical supplies and 
appliances, as well as plumbing, mill and hardware sup- 
plies, iron and steel. 

“Has a railroad siding to handle several cars zt one 
time, 

“Has an electrical fixture showroom. 

“An electrical inventory of more than 40,000 items.” 

Concentrating its wholesaling through the highly-in- 
dustrialized State of Connecticut has meant no change 
in policy for the Mersick company as the early develop- 
ment of industry in the Connecticut Valley is just what 
led John English to start a wholesaling business in New 
Haven in 1840, The original company operated as Eng- 
lish & Mix and in the many years that have passed has 
had the firm name changed at various times to: John 
English; English, Atwater Co.; John English & Co.; 
Hotchkill & Mersick and finally to its present name. 
But, under these many names the company continued its 
purpose of supplying the industries, changing only as 
far as departmentalization is concerned and adding sup- 
plies as the requirements of industries changed. 

The electrical department came along in 1909. It now 
occupies three buildings, has 18 employees and five sales- 
men. 

Lewis H. English, son of the founder, was president 
of the company until his death in 1941. Present officers 
are Dwight Dana, president; J. F. Sheppard, general 
manager; and D, M. Smith, manager of the electrical 
department, 


This Century-Old Wholesale Concern 
Had Gun And Locksmith Shop As Starter 


Charles Leonard Hardware Co., Inc. 
Petersburg, Virginia 


HE history of the Charles Leonard Hardware Co., 
Tine goes back to one hundred years ago when Charles 
Leonard founded the company in 1845 at Petersburg, 
Virginia. Starting in business as a gun and locksmith, 
Mr. Leonard later added hardware equipment and by 
1870 the company became an electrical wholesaler which 
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it has been for the past seventy-five years. The Leonard 
Hardware Co. has recently bought a city block on two 
railroads where according to post-war plans now being 
perfected it will construct a building 100 to 125 feet 
broad by 250 to 300 feet long with three to four stories. 
President and treasurer of the company today is Frank 
M. Hobbs with C. Howard Kinsey, vice president and 
E, O. Talmage, secretary, 


Young Man Goes West — Starts Concern 
Successful For 102 Years In St. Louis 


Shapleigh Hardware Co., St. Louis, Mo. 
“< G: West, Young Man” was Horace Greeley’s ad- 


vice, and one young man from Greeley’s home 

state of New Hampshire took his advice in 1843 
and with a large stock of hardware made his way .to 
what was then the edge of the frontier—a town of 
20,000 persons at the confluence of the Mississippi and 
Missouri Rivers, St. Louis. 

Augustus Frederick Shapleigh, who after this west- 
ward trek founded the Shapleigh Hardware Company, 
probably would not have entered this field but for the 
tragic floundering of a sailing vessel in 1813 on the 
rocks off Rye Beach, New Hampshire, a few miles from 
Shapleigh’s home in Portsmouth. Shapleigh’s father was 
making what was scheduled to be his last voyage before 
retirement, and his ship was loaded with cargo that 
would have given security and wealth to the family. 

The tragedy forced young Shapleigh to seek employ- 
ment when 14-years old. He went into a Portsmouth 
hardware firm for $50.00 a year salary. Yes, $50. a year 
is correct. When he was 19 he took a clerkship with 
Rogers Brothers and Company, Philadelphia wholesale 
hardware firm, and after 13 years of service with that 
concern he was made the junior partner. 

The Rogers company was farsighted. It saw the possi- 
bilities of the great western empire then opening up, and 
resolved to open a branch at St. Louis, the gateway to 
that empire. Shapleigh was selected to establish and head 
the branch. 

When inventory was taken one year after the found- 
ing of the branch, the stock and fixtures were worth 
$23,000. The merchandise handled then would seem 
strange today, It included besides the regular items of 
hardware, firearms, (mostly ball and powder) tanner’s 
tools, bear traps, as well as violins and harmonicas, 

As St. Louis grew rapidly from a frontier town to a 
metropolis and center of river and railroad transporta- 
tion, so the Shapleigh Hardware Company grew with it. 
The company distributed supplies during the rush 
through St. Louis to the gold fields of the West in 1849, 
and when the first railroad west of St. Louis made its 
initial run in 1852. It issued its first catalog in 1853, 
only a paper-bound price list but important then, and 
this trade booklet was the first one in the line. 

Several changes in name have been made during the 
102 years of the company’s history. The first name was 
Rogers-Shapleigh & Co. In 1880 it became A. F. Shap- 
leigh & Cantwell, Inc. When Saunders Norvell joined 
the organization in 1901, it became the Norvell-Shap- 
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The first site of the Shapleigh Hardware Co., St. Louis, 1843 





leigh Hardware Company, which was changed in 1911 
to Shapleigh Hardware Company. In 1940, the company 
purchased all assets of the famous Simmons Hardware 
Company. 

A. F. Shapleigh continued as president until 1900. He 
was succeeded by Saunders Norvell who continued until 
1911, when Richard W. Shapleigh became president, a 
position he held until his death in 1933. William Grey 
Yantis succeeded Mr. Shapleigh, He died in 1942, at 
which time A. Wessel Shapleigh, grandson of the 
founder became president. 

The electrical department, under the managership of 
T. F. Wood, carries wiring devices, major appliances, 
radio sets, tubes and parts, residential and industrial 
lighting fixtures. 


Foresight And Ability Molded History 
Of This Century-Old Wholesaling Firm 


John B. Varick Company 
Manchester, New Hampshire 


LONG and distinguished carreer in the distribu- 
A tion of several major lines of products is reflected 
in the history of the 100 year old John B. Varick 
Company. The founder probably deserves highest credit 
for his farsightedness while one of his original associates 
and one of his sons made their name known throughout 
New England merchandising circles, by building wisely 
and well on the foundations originally provided. 

John B. Varick was only 18 years old when he bought 
out the 6-year old retailing concern started by John P. 
Adriance in 1845. For over 53 years Mr. Varick, first 
with various partners, and later as sole owner, built up 
a merchandising concern that included a large depart- 
ment store, as well as various wholesaling departments. 
In 1884 he incorporated the business with Chas. A. 
Adams as manager. 

The eldest son, Richard Varick, succeeded his father 
in 1902 and Thomas Rice Varick became treasurer. 
Charles Adams continued as general manager until 1928 


65 




















houses. 


at which time he had a record of 60 years with the 
company and had built up a reputation as one of the 
pioneer hardware men in New England, also serving at 
one time as president of the New England Iron and 
Hardware Association. Today executives of the Varick 
Company state that in the trade a great deal of the 
company’s early success is credited to Mr. Adams’ ability 
and foresight. 

Both Richard Varick and Thomas Rice Varick had 
distinguished careers with the company, Richard, follow- 
ing retirement as president, served in the board of direc- 
tors and was a bank trustee. Thomas made his name not 
only as a merchant but as a sportsman and banker, and 
he was well and favorably known in New England 


The 100-year old John B. Varick Com- 
pany, Manchester, N. Hamp., was 
founded on this location where the 
present-day main store and offices stand, 
The company operates three other ware- 


RIGHT 
A. Chevrefils is manager of the elec- 


trical department of the 100-year old 
John B. Varick Co. 





business and financial circles. Aside from all his regular 
duties he found time to serve as a Police Commissioner 
in Manchester from 1910 to 1913, and was a director 
of a bank, a utility and an insurance firm. 

The electrical department of the John B. Varick Com- 
pany is under the direction of A. Chevrefils and nor- 
mally handles a complete line of supplies, traffic and 
major appliances, radio sets, tubes and supplies, resi- 
dential and industrial fixtures, motor controls and elec- 
tronic products. The territory covered includes New 
Hampshire, Vermont and northeastern Massachusetts. 

The officers today are George E. McClintock, presi- 
dent and general manager and Thomas F. Gould, 
treasurer. 
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“I discovered a good many years ago that if I devoted the proper 
attention to the channel between the dealer and his customers, 
the channel between my house and the dealer would just about 
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take care of itself.” This salesman’s philosophy, still good 
today, is quoted from an article in the February, 1920, issue of 
Jobber’s Salesman. 
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Ninety-Eight Years As Wholesalers 
Is Record Of This Tennessee Family 


Orgill Brothers & Co., Memphis, Tenn. 


T TAKES a sturdy family to weather 98 years of 

wholesaling, but the Orgill family of Memphis, 

Tenn., seems to have what it takes. William and 
Edmund Orgill came to this country from England and 
in 1847 started a retail hardware business in Memphis. 
In spite of four international wars and a war between 
the states, the company is going strong today with four 
members of the Orgill family among the officers of the 
company, 

The company’s electrical wholesaling department han- 
dles a complete line of electrical wiring materials and in 
peacetime also distributes a group of appliances including 
washing machines and the Philco line of refrigerators 
and radios, An important feature in the Orgill letterhead 
is the line “Wholesale Only.” 

Orgill Brothers & Co. distributes in Tennessee west of 
the Tennessee River, the northwest corner of Alabama, 
all of Mississippi, the northwest section of Louisiana, 
part of Arkansas, and the southeast corner of Missouri. 

With as much energy and ambition as if it were ap- 
proaching its first instead of its 100th anniversary, the 
company has purchased a four-story building adjacent 
to its present property, and acquired vacant property ad- 
joining, in order to have space to build a quarter-million 
dollar building as soon as possible after the war. 

The officers of this wholesaling firm are: Edmund 
Orgill, president; K. W. Orgill, vice-president; John 
W. Morris, vice-president; Joseph Orgill, Jr., secretary 
and treasurer; and W, I, Moody, chairman of the board. 


Success With Small Tin Shop 
Was Foundation For This Wholesaler 


Kelly-How-Thomson Company, Duluth, Minn. 


HE company can trace its origin to a modest be- 
beginning in a small tinshop which was first opened 
in 1873 by R. A, Costello within the city of Du- 
luth, Minnesota. Fourteen years later R. A. Costello 
and his brother, J, J. Costello, were engaged in the sale 
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The Kelley-How-Thomson Co. has expanded until it uses all 
these buildings from 309 to 349 S, Fifth Ave, W., Duluth, Minn. 





of hardware and related lines in both a retail and hard- 
ware business. 

In 1896 the Costello interests were sold to M. H. 
Kelley, pioneer lumberman and two other men long 
identified with lumbering and the hardware business. 
The company became known as the Kelley Hardware 
Co, 

The company through its years of progress has grown 
to a substantial position among the leading hardware 
distributors of the country and this steady growth, ac- 
cording to R. W. Higgins, president and general man- 
ager of the company today, is a tribute to the loyalty of 
a large following of dealers built up in an area em- 
bracing eight states from Michigan to Montana. 

In addition to the distribution of hardware in its 
northwest trading area, the firm has been active in the 
distribution of electrical appliances and has enjoyed a 
tremendous business in electrical supplies, 

The company’s faith has always been in the inde- 


67 














pendent merchant, says Mr. Higgins. The business was 
founded on that principle and the firm’s position remains 
unchanged as it enters the new year with a renewed 
pledge to safeguarding this relationship which has been 
so important in the progress of the institution. 

At the present time officials of the company are en- 
gaged in the development of post-war plans which will 
be of importance to the future successful operation of 
the business as a whole. 

A. D. Thomson is today chairman of the board of 
directors; R. W. Higgins, president and general man- 
ager and Mrs. B. W. How, vice-president. 


70 Years Ago This 15-YearOld New Yorker 
SawA Future In“ Wholesaling Only Policy 


Masback Hardware Company, New York, N. Y. 


T was the year when all New York was astir about 
| “Boss” Tweed of “Tweed-Ring” fame and his 

escape from jail and flight to Cuba, and the country 
was wondering who had kidnapped 4-year old Charley 
Ross from his wealthy Philadelphia home—it was 1875, 
right in the middle of the Secondary Post-War De- 
pression. 

But the depression didn’t stop 15-year old R. J. Mas- 
back from opening a retail hardware store on New 
York’s Third Avenue, thus founding the concern that 
has grown through seventy years to become one of the 
largest wholesalers in the Nation’s largest city. From the 
original size of Mr, Masback’s store—11 by 45 feet— 
the business has at various times increased its facilities 
until it now has 150,000 square feet, with more than 
6,000 square feet in use by the electrical wholesaling 
department. 

The first move was made when in 1879 Mr. Masback 
visualized the possibilities in making his a “wholesale 
only” operation, and moved to Chambers Street. It was 
a propitious time, for the next four years turned out to 
be the so-called “Gold Resumption Prosperity” and 


brought boom business to the young enterprise. By 1905 
the company had moved to larger space on Warren 
Street, where it added adjacent buildings until eventually 
the company’s operations required five buildings. In-1939 
a nine-story building was constructed for additional 
space, The great amount of space permits the handling 
of large stocks in line with the company’s policy of “Out 
of Stock—Out of Business’. 

The company maintains a sales force covering the 
Atlantic seaboard from Maine to Virginia. Important as 
a fixed part of the sales policies of the Masback com- 
pany is the carefully planned aiding of dealers in their 
selling activities. The company maintains model show- 
rooms, has its salesmen work with dealers in selling 
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E. R. Masback, left, president, and H. E. Masback, executive 
vice-president and general manager of Masback Hardware 
Company are descendants of the founder. 





problems, and has its own print shop operated by its 
sales promotion department. 

The Masback Hardware Company operates its elec- 
trical department under the managership of J. O'Neil. 
This department handles wiring devices, traffic and ma- 
jor appliances, radio sets and radio tubes, residential 
lighting fixtures and motor control apparatus. 

The organization is headed by E. R. Masback, presi- 
dent, H. E. Masback, executive vice-president and gen- 
eral manager, and FE, R. Masback, Jr., treasurer. 
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Early delivery service and first store operated by the 15-year old 
founder of the Masback Hardware Co. 
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In sharp contrast to the Masback Hardware Company’s first 
location is a drawing of its present headquarters, 
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Electrical Industry In Creeping Stages 
When Jno.Graybill Started Wholesaling 


Jno. E. Graybill & Co., York, Pa. 


ANY changes have taken place in York and 
M Adams Counties, Pennsylvania, since 1888, and 
the years have seen the intensive development of 
industry and agriculture in this territory since the Jno. 
E. Graybill & Co. business was founded at York 57 
years ago. As a matter of fact, it took a far-sighted 
pioneer like the late John E, Graybill to start an elec- 
trical supply business in those days when the infant elec- 
trical industry was just passing the creeping stage. 

Now, under the direction of H. A. Brown as presi- 
dent, W. W. Decker as secretary, and W, R. Burkley as 
treasurer, the Graybill house at York has 18,000 square 
feet of floor space, keeps three counter men busy, and is 
represented by 5 city and 3 country salesmen who service 
the many war plants in that area. 

It hasn’t been an easy stretch, these 57 years, according 
to Mr. Brown. He says that the company has had its 
share of the vicissitudes of life but has weathered de- 
pressions, floods and other hazards, and looks forward 
eagerly to the future in which he believes the oppor- 
tunities for electrical wholesalers to contribute real ser- 
vice will be greater than ever before. 

To enlarge its distribution service to include neigh- 
boring Lancaster County, Graybill opened a branch in 
the city of Lancaster in 1937. But this pre-war expansion 
is not the end of the company’s plans for increasing its 
service—it is contemplating additional warehouse space, 
new lighting, modern facilities, ample display room for 
appliances and an increase from the pre-war total of 76 
employees to approximately 92 postwar. However, Mr. 
Brown says that the intention of his company is not 
necessarily to get new or additional lines, hut rather to 
expand the lines that it has now “‘so as to do a bigger and 
better job than ever before when the opportunity presents 
itself.’””’ 


Nashville Wholesaler Supplies 
City It Helped To Electrify 


Braid Electric Company, Nashville, Tenn. 


HE SUCCESS formula used by the Braid Electric 

Company, is worthy of attention, although it hardly 

is applicable by newcomers in the electrical whole- 
saling field. It was in 1879, only a year after Thomas 
Edison perfected his incandescent lamp that the Braid 
Electric Company started manufacturing electrical equip- 
ment. 

Electric door bells and electrical equipment for doc- 
tors made up the output of J. W. Braid’s new manufac- 
turing business in 1879. By 1884 new quarters were 
needed, mostly to turn out equipment on contract for the 
Western Union Telegraph Company. Braid developed a 
variety of electrical products which were sold throughout 
the country, 

The company continued in this business for over 20 
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years, helping to supply equipment needed by the new 
and fast-growing electrical industry in the United States 
and Canada, and among other things started its home 
town toward becoming an electrified city with a single 
Braid-manufactured generator which it installed in the 
famous old Maxwell House. 

Then, in 1920, at the same time that Jobber’s Sales- 
man came along heralding the coming era of wholesaling, 
Braid became strictly a jobbing house serving the elec- 
trical world it helped to create. 

Through the years, Braid Electric has grown until 











The 66-year old firm of Braid Elec- 
tric Company, Nashville, Tenn., is 
headed by Ben S. Gambill, president. 











today it has 20,000 square feet of floor space and 5 sales- 
men. Besides a complete line of electrical supplies, the 
company distributes radios and radio parts, refrigerators, 
washing machines, water heaters, and lighting fixtures. 
The territory now covered includes middle Tennessee, 
southern Kentucky, and northern Alabama. 

The company has retained the Braid name although 
Mr. Braid sold out to W. W. Gambill (one of the 
original members of the firm) in 1900. Upon the death 
of Mr, Gambill in 1933, the business was taken over by 
a son, Ben S. Gambill, present head of the company. H. 
R, Griffith is vice-president and A, C. Howard is sec- 
retary. 

The company has a slogan “If Braid doesn’t have it, 
it can’t be found,”’ and in order to keep that slogan true, 
says Ben Gambill, his concern is adding stokers and all- 
steel kitchens to its line. For post-war the company is 
considering a new building with 34,000 square feet, new 
warehouse equipment, new office equipment, new light- 
ing and three new trucks. 
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Burglar Alarm And Bell Making 
Started New England Wholesaler 


Sager Electrical Supply Company, Boston, Mass. 


\ \ YHEN James W. Poole founded the Sager Elec- 
trical Supply Co. in 1887 at Boston, Massa- 
chusetts, it was then called the James W. Poole 

Company and was organized for the purpose of manu- 
facturing burglar alarm and doorbell apparatus. Today 
this company is one of the country’s leading wholesalers, 
serving all of New England with electrical supplies, 
lighting fixtures, radio parts, appliances, toys, gifts and 
farm machinery. 

The company plans in the post-war era to continue 
to distribute the various lines of merchandise it had in 
the prewar period with a strictly wholesale policy, sell- 
ing all merchandise to dealers who operate stores, such 
as electrical dealers, radio dealers, department and gift 
stores. President of the company is Joseph E, Sager and 
treasurer is Edward J. Matthews. 


Gas Lighting Was The Big Market When 
Wholesaler Started Indiana Firm In 1890 


The Sanborn Electric Co., Indianapolis, Ind. 


M. SANBORN started in business in 1890 in- 

stalling gas lighting. Today the Sanborn Electric 

® Co. is still connected with the lighting business, 

serving electrical contractors and American industry 

with modern industrial lighting equipment. O, F. Wad- 

leigh is president and general manager of the company 
today and H, J. Schneider is secretary, 


Maryland Has Had 53 Years Of Service 
From Shephard Electric, Will Get More 


Shephard Electric Co., Inc., Baltimore, Md. 


ENRY A, Shephard and Ernest J. Fluharty in 
H 1892 formed the Shephard Electric Co., Inc. that 

was then called the Shephard-Fluharty Electrical 
Co. 

The company originally started in Baltimore, Mary- 
land and covered the territory of Baltimore City and 
Baltimore County. In prewar days it distributed elec- 
trical supplies including radios, home appliances, com- 
mercial and residential lighting and some mill supply 
items through the State of Maryland, part of Virginia 
and Pennsylvania. 

Recently Shephard Electric purchased adjoining prop- 
erty which in the post-war period will be devoted to ap- 
pliances and the present location, 13 E, Lombard Street, 
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will be used for supplies only. Each building will carry 
its own sales force. 

Charles C. Vogel, president of the company, looks for- 
ward to a speedy return of the men on his staff who are 
now in the service and hopes that the company’s post- 
war plans will repay them for the splendid job they are 
rendering for those at home. Harvey H. Wilson is sec- 
retary-treasurer and Robert L. Wilson is vice president. 


Many Firsts As Electrical Manufacturer 


Preceded This Wholesaler’s Long Career 


Novelty Electric Company, Philadelphia, Pa. 


66 HE charter of the intended corporation to be 
Tastes the ‘Novelty Electric Company,’ the char- 
acter and object of which is the manufacturing, 
selling, and dealing in electrical toys, motors, supplies, 
and other machinery and materials . . .” 

This statement was part of an advertisement in Phila- 
delphia newspapers on June 8, 1883 which marked the 
beginning of one of the oldest electrical wholesaling con- 
cerns in the country and one of a few that still do busi- 
ness under the same name as originally incorporated. 

When William M., Lloyd and Frank Firth picked the 
name “Novelty” they felt they had chosen an appropriate 
name for, as C, E. Mason, president, says, “. . . prac- 
tically all items in the electrical field were more or less 
novelties, and particularly because the company manu- 
factured toys, which were electrically operated.” He 
admits that the name is not descriptive today, but states 
that the value of the good-will and nation-wide reputa- 
tion enjoyed by the company under that name have made 
the officers reluctant to change the name. 

Other “firsts” in the electrical field are associated with 
the Novelty Electric Company. There’s the two-piece 
attachment plug, first produced by Novelty. And, to the 
best knowledge of Mr. Mason, the catalogs and price 
lists issued by Novelty in 1884 were the first catalogs of 
strictly electrical items ever published, In the more com- 
plete catalog published in 1885 practically every elec- 
trical item available at that time was included, showing 
among other things the push buttons, bells, annunciators 
and electric toys made by Novelty. 

Of particular interest, on the opening page of the first 
catalog is the announcement that “Lighting and ex- 
tinguishing gas by electricity is meeting with popular 
favor and being adopted in private residences . . . it 
avoids the danger of matches . . .”” Three systems were 
made available through Novelty Electric—one operated 
by a pendant chain, another called “automatic” by which 
the gas could be lighted at a distance by pressing a but- 
ton on the wall or from “a pear-shaped push-button 
hanging over the bedstead.” The third was a multiple 
system for public buildings, A battery and spark coil 
were used as the basis of this gas lighter, and it was 
provided with a “cut-out” which broke the circuit and 
sounded an alarm when the line was short-circuited. 

The real “up-to-date” catalog put out by Novelty in 
1885 pictures the electrical industry of that time better 
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than any description. The first 30 pages are devoted to 
batteries, battery-operated equipment and parts for bat- 
teries. All were the liquid type, mostly in glass jars. 
Customers received complete information—why the “open 


circuit batteries . . . are best adapted for use with burg- 
lar alarms, call bells, gas lighting etc.,” and have the 
advantage that they “are clean, give out no fumes, do 
not waste in use.” For telegraph and telephone use, how- 
ever, the customer was advised to buy “closed circuit 
batteries” which “exhausted more readily in occasional 
use . . . require more attention . . . but are very cheaply 
maintained.” If the customer was just an experimenter 
he was advised to take the ‘Novelty Carbon Battery” 
which gave him a “powerful current for a short time.” 
The zinc could be removed when not in use. 








The next 20 pages of this wholesaler’s catalog fea- 
tured telegraph keys and equipment. The rest of the 
catalog showed all types of mining materials including 
“fire proof electric light line wire,’ with particular at- 
tention paid to the gauge used in measuring the wire 
diameter, whether it was English, Stub’s or Browne & 
Sharpe. Of course, there were other items, a telephone 
set for $5.50 that would operate on a line ™% mile long, 
and “the greatest novelty of the age” the Edison Electric 
Scarf Pin. This small lamp, operated by a battery in the 
wearer’s pocket, could be secreted “in the center of an 
artificial bouquet or rose” and upon lighting “most bril- 
liantly” “creates surprise and admiration from all who 
oe... 

That was electrical wholesaling in 1885! 








From the 1885 “Illustrated Catalogue and Price List” of the Novelty Electric Company, 
early electrical wholesalers in Philadelphia, are reproduced some of the electrical items 
which every enterprising wholesaler’s salesman was pushing in those days. 





NEW PLUNCE BATTERY. 
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Among the many batteries sold by this wholesaler was this new 
plunge battery — one that “because of its compactness, power, 
ease of manipulation, simple but perfect arrangement for con- 
necting up, has become a general favorite.” 





This illustrates the Edison Electric Scarf Pin mentioned in 
the text. Wholesalers’ salesmen sold them for $6.66 complete, 
less of course, liberal discounts to the trade. A “Haid” Electric 
battery was included with the outfit, 
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Electric Gas Lighting 


Better-light, better-sight minded sales- 
men in 1885 were talking up the fact 
that “lighting and extinguishing gas by 
electricity is meeting with public favor.” 
The above shows the convenience angle 
demonstrated. 





Among the automatic electric gas burners being sold then was 
this “celebrated Double Armature and Double Magnet Burner.” 
A wall switch, 4 to 6 Leclanche batteries, and a spark coil were 
part of the necessary equipment. 
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These 49ers Found There Was Gold 
In The Wholesaling Business, Too 


Baker & Hamilton, San Francisco, Calif. 
Tee story starts in many different places, but all 


elements seem to tie together in 1849 around Sac- 

ramento, Calif., and they add up to the founding 
of a great name in West Coast wholesaling, the present- 
day Baker & Hamilton. 

First there was Col, J. L. F. Warren who had 
arrived from Boston in 1849, drawn by the gold strike 
but soon inspired by the agricultural future of the Sac- 
ramento Valley. Another man, Livingston Low Baker 
had also left Boston because of the lure of gold, and he 
arrived in California about the same time in 1849 that 
a third person, Robert Muir Hamilton arrived there 
after a trip from his home in Scotand. 

Baker and Hamiton decided not to go into the hills in 
search of gold, so they started working in the seed, agri- 
cultural and mining supply business started that year by 
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SACRAMENTO CITY 


From a woodcut showing one of the 
earliest buildings of Baker & Hamilton. 





the aforementioned Colonel Warren on Mormon Island. 
In 1853 Baker and Hamilton bought out the business 
and decided to operate it in their joint names, 

But that’s not the full early history of the present 
company because other future wholesalers were arriving 
in Sacramento in 1849. There were Collis P. Hunting- 
ton and Mark Hopkins, each of whom set up their own 
mining supply businesses which were combined in 1850 
and served as nucleus for the Pacific Hardware & Steel 
Company which 68 years later merged with Baker & 
Hamilton in 1918. And there were the founders of 
Hawley Bros., another wholesaling concern which was 
absorbed by Baker & Hamilton in the 1880s, 

Now, in 1945—ninety-six years later following a 
career in which the company survived two floods in 
Sacramento, eleven panics, a Civil War, the Spanish- 
American War, World War I, the Baker & Hamilton 
concern is still going strong and devoting its efforts along 
with other wholesalers toward serving the Nation’s war 
industries. 

Sixty salesmen cover the company’s territory of the 
Pacific Coast and the Hawaiian Islands, selling not only 
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electrical supplies and appliances but also complete lines 
of hardware, mill supplies, building materials, sporting 
goods and housewares. 

More than 400,000 square feet of space are available 
for the company’s operations and ten emplpyees are used 
at the counters alone. 


Modest Wholesaler Says 55-Year Success 
Result Of “Good Merchandise-Fair Price” 


W. T. Pace, Franklin, Va. 
Te partners who run this concern pride themselves 


on the fact that they are not, and are not trying to 

be, a large firm, ‘““We don’t try to make a lot of 
money, just sell good merchandise at a fair price, and 
somehow we are doing all right,” says J. J. Pace. 

Mr. Pace is modest. The term “somehow” is not fair 
to him or to W. T. Pace Sr., W. T. Pace, Jr:, or J. 
A. Reede, the other partners, because the company is 
celebrating its 55th Anniversary this year. More than a 
half-century of successful merchandising is based not on 
“somehow” but on “knowhow.” 

A lot of “knowhow” and hard work has gone into the 
development of this concern since W. T. Pace bought 
out a store and tin-ware business in 1890. This unpre- 
tentious beginning has become a prosperous organization 
handling electrical, building, plumbing, heating and 
hardware supplies. 

The electrical department was started 32 years ago 
when J. J. Pace, son of the founder, entered the business 
and foresaw possibilities in the future of the electrical 
field. The company now sells electrical supplies to in- 
dustrials and contractors. Besides the regular supply 
line, the W. T. Pace organization handles residential and 
industrial lighting fixtures, major appliances, motors and 
control apparatus. 

Within the company’s territory of eastern Virginia 
and North Carolina, three salesmen are used. 

The company has 15,000 square feet of floor space. 
Post-war plans are being made to spend about $10,000 
on improvements which will include new warehouse 
equipment, new office machines and two new delivery 
trucks. 


Bintz Started Salt Lake Wholesale Firm 
Five Years Before Utah Was Made A State 


W. H. Bintz Company, Salt Lake City, Utah 


N Salt Lake City, Utah, 1891, five years before the 
[sexe was admitted to the Union, W. H. Bintz de- 

cided to enter the wholesaling business. Today the 
W. H. Bintz Company is still a wholesaling concern, 
distributing electrical supplies through Utah, Idaho, 
Wyoming and Nevada. 

Charles C. Bintz, a member of the Bintz family, is 
president of the company, 
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In 52 Years Of Wholesaling 
Detroit Firm Even Made Fuses 


W. J. Hartwig Company, Detroit, Michigan 
te the history of the W. J. Hartwig 


Company records that this company had at one 

time during its existence manufactured fuses, the 
original purpose for which the founder, W. J. Hartwig, 
first started in business in Detroit, Michigan was to 
wholesale electrical supplies. Today this company is still 
in the electrical wholesaling business having served the 
industry for over fifty years. 

The territory covered at the time the company first 
started in business was the metropolitan Detroit area, 
but through the years the company has branched out and 
today claims coverage of the entire state of Michigan. 
Nathan Vigor is president of the company today and 
Lloyd C. Sherwood is vice president and general man- 
ager. 


Wholesaling Business Started In 1890 
Carried On By Founder’s Descendants 


Henry A. Petter Supply Co., Paducah, Kentucky 


T WAS in 1890, fifty-five years ago, that Henry A. 
[re organized the Henry A, Petter Supply Co. in 

Paducah, Kentucky. 

Stanley D. and Anna W. Petter, owners of the com- 
pany today, have continued the wholesale policy of the 
founder, Henry A, Petter, by continuing through the 
years to serve western Kentucky, southern Illinois, south- 
east Missouri and northwest Tennessee on a strictly 
wholesale basis with the company’s regular line of elec- 
trical supplies, and also including industrial plumbing 
and heating supplies. 


50-Year Record Shows’ Sales Engineering” 


Is Key To Business From Industrials 


Rumsey Electric Co., Philadelphia, Pa. 
Tosa Rumsey Electric Company of Philadelphia 


realized long ago the importance of tying-up en- 

gineering with wholesaling to provide a complete 
service to its customers. The company does not list 
“salesmen,” instead it has what it calls “‘sales-engineers” 
—27 of them covering parts of New Jersey, Pennsyl- 
vania, all of Maryland, Delaware, District of Columbia, 
Virginia, and on some lines the State of West Virginia 
and part of Kentucky. 

This is approximately the same territory covered 50 
years ago when the late Eugene A. Rumsey started an 
electrical supply business along with contract work on 
engineering and construction of electric light plants. Mr. 
Rumsey’s brother, George A., joined him the next year 
and together they developed the large, successful con- 
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cern that this year celebrates a half-century of service, 
supplying electrical materials to American industry and 
commercial buyers. 

Many of the electric light plants in Pennsylvania, 
Virginia and West Virginia, were designed, constructed 
and received their supplies from the Rumsey Electric 
Company. In fact, two water-wheel generating plants 
engineered and installed by Rumsey on the Patomac 
River are still in service today. 

Although the construction end of the business has been 
discontinued, the company’s knowledge of electrical de- 
sign and engineering has been incorporated into the 
wholesaling end. This is what J. Baker Harris, Jr., presi- 
dent, considers a complete wholesaling organization be- 








J.B. Harris Jr. is the current president 
of Philadelphia’s 50-year old Rumsey 
Electric Co, 











cause it carries over from the construction days the sales 
and engineering rights for transformers, transmission line 
equipment, substations, insulators, etc. 

Eugene A. Rumsey died in September 1944, missing by 
a few months the 50th anniversary of the company he 
had founded. George A, Rumsey, who had been sec- 
retary-treasurer for 48 years, became chairman of the 
board. J. Baker Harris, Jr., formerly a vice-president, be- 
came president, and B, T, Hare was made vice-president 
and general manager 


Seven Men Joined In Starting Concern 
Now Celebrating 50th Year Of Business 


The Wagner Hardware Co., Mansfield, Ohio 


IFTY years ago in Mansfield Ohio, a group of 
KF seven men— Messrs. J. W. Wagner, C. C. Wagner, 

J. E. Shires, D. W. Matz, F. A. Waler, C. V. 
Richardson and E. E, Morr—founded the Wagner 
Hardware Co. Today G. W. Stelts is president; F. 
A. Walter is vice president and A, C, Akerman is sec- 
retary-treasurer, 
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Inventions, Famous Construction Jobs, 


Preceded Coghlin’s Wholesaling Career 


Coghlin Electric Co., Worcester, Mass. 
LTHOUGH the Coghlin Electric Company is 


today a well-known and successful wholesaling 

concern under the managership of two experi- 
enced wholesalers, John W. and Edwin B. Coghlin, the 
early history of this concern records much that is typical 
of the struggles suffered by other pioneers in the elec- 
trical industry. 

A well-known “old-timer” in the electrical industry, 
J. P. Coghlin, father of the present owners, sowed the 
seeds that grew into the present day concern. But he 
sowed them far and wide and successfully throughout the 
electrical industry as it was developing before the turn 
of the century. His knowledge and energy and inventive- 
ness are said to have influenced the development of elec- 
tric motors, high-tension insulators in heavy electrical 
construction as well as practices in the electrical con- 
tracting and the electrical supply business. 

J. P. Coghlin graduated from Worcester Polytechnic 
Institute, after he had worked his way through college 
by making electrical motors, mostly a three-horsepower 
motor of his own design which is said to have had the 
greatest output per pound of any motor that had been 
made. He paid $50 for the materials and sold the 
finished motor for $200. 

Before graduating he formed a company to manufac- 
ture these motors but the panic of late "93 and ’94 elimi- 
nated his market. Electrical construction next received 
his attention and in 1897 he bought out the Page Elec- 
tric Co., one of the pioneer electrical construction com- 
panies in New England. Shortly after the name was 
changed to the Coghlin Electric Company, 

During the early 1900’s Mr. Coghlin’s business was 
mostly in the contracting line. He installed the entire 
equipment for the Shredded Wheat Company’s plant at 
Niagara Falls. Later he installed the first high-tension 
trolley line in the East, a 33,000-volt transmission job 
with rotary transformers. 

It was during the construction work on this trolley 
line that Mr. Coghlin developed an insulator that later 
became a standard type. His porcelain insulator was said 
to have withstood voltage to 100,000 volts in a break- 
down test, and cost 11 cents. Yet it replaced one which 
had cost $1.25 to $1.50. 

In 1902 Mr. Coghlin started an electrical supply 
business in conjunction with his contracting work. At 
that time the only electrical wholesalers in New England 
were in Boston, plus another which was part of a hard- 
ware concern in Providence. Mr, Coghlin sold electrical 
supplies throughout all the New England states, except 
metropolitan Boston, and went as far to the west as 
Syracuse, New York. Of course, this territory has been 
consolidated through the years. The company now dis- 
tributes only in central New England. 

Under the direction of John W. Coghlin as president 
and Edwin B. Coghlin as treasurer, the company today 
has three salesmen working in the field and two at the 
counter. 20,000 square feet of floor space is used. 

The company’s plans for postwar are not yet settled, 
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but John W. Coghlin says: “We appreciate that the 
distributor’s problem postwar is going to be very difficult 
because eventually the manufacturers will be making 
more products than we can sell and we have got to do 
our best to prevent the distributor from being bottle- 
necks in the post-war period.” 


Hendrie Went After Gold—In Gold Rush— 
His Supply Business Really Panned Out 


Hendrie & Bolthoff Manufacturing & Supply Co. 
Denver, Colorado 


ANY men have gone into the electrical whole- 
M saling industry and found gold—but the founders 

of the Hendrie & Bolthoff Manufacturing and 
Supply Co., Denver, went into the gold industry and 
founded a wholesaling business, more or less as a by-- 
product. 

It was that famous rush to the Gregory Gold Dis- 
covery in Colorado, plus knowledge that this gold strike 
would create a demand for supplies and machinery, that 
drew Charles Hendrie in 1859 from Burlington, Lowa, 
out to the mining country to survey the needs of those 
mining operators on the grounds. 

He found a real need for many different things, and 
with the same spirit that has moved wholesalers of the 
World War II era to hitherto unknown heights of 
achievement in meeting the demands of present war pro- 
duction, he proceeded to plan for supplying what was 
wanted, 





The Hendrie & Bolthoff Mfg. & Supply Company made its 
start 84 years ago in this foundry and machine shop in Central 
City, Colorado. The building is still standing. 





The main buildings of Hendrie & Bolthoff in Denver are but a 
small view of this supply company’s operations. Other ware- 
houses, plus branches at Pueblo, Colo., Albuqueque, N. Mex., 
and Deadwood, S. Dakota, make up other of its properties. 
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In Hendrie & Bolthoff’s main building is this electrical counter, 
adjacent to appliance showrooms. 





He sent to San Francisco for drawings of machinery. 
He made some of the equipment at Burlington, Iowa. 
He bought supplies in many places. Then, functioning 
as a good “expeditor’ 80 years before the term became 
popular, he organized his own ox-train service to haul 
the heavy machinery and accessories to Central City and 
the neighboring Colorado mining camps, because any 
available public transportation system available at that 
time—mostly the Wells-Fargo Express Co.,—would have 
been unable to handle such loads over the rugged terrain. 

In 1861, Mr. Hendrie established the Eureka Foundry 
and Machine Shop at Central City, the direct predeses- 
sor of the present day manufacturing and wholesaling 
business, 

A long and eventful history of assistance to industry 
marks the company’s trek from 1861 to 1901, and then 
in 1902 the saga includes the development of a large 
electrical supply business. This supply business grew out 
of the company’s many years of selling electrical mining 
machinery and manufacturing and installing electric 
power systems, 

The new electrical department was stocked with 
motors, generators, wire, wiring devices, lamps and such 
supplies as the market offered. The department has been 
enlarged through the years—handling in the last peace- 
time years, distribution of such national lines as RCA- 
Victor, Leonard refrigerators, and Telechron clocks. The 
company describes its electrical supply department as 
the largest and most completely stocked in the West. 

On the second floor of the main store, an electrical 
service counter is maintained adjacent to rooms where 
major and small appliances are displayed. R. H. Adams 
directs the operations of the electrical department. 


Wholesaling Lures Steamboat Captain, 
Founding Concern Now 77 Years Old 


W. A. Roosevelt Co., LaCrosse, Wis. 


EN from almost every business and trade have 
gone into the electrical wholesaling business, but 
so far the record shows only one steamboat cap- 

tain who left his bridge to end up eventually in the dis- 
tribution of electrical supplies. 

This man was Captain W. A. Roosevelt, who had 
been sailing the Mississippi until he saw greater oppor- 
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tunities in the supplies business in 1868. It was not an 
unnatural transition at first, for Captain Roosevelt 
started selling steamboat supplies. And he had picked a 
familiar location, LaCrosse, Wis., where the LaCrosse, 
Black and Mississippi Rivers meet. 

It was many years before electrical supplies were 
added, but in the meantime the company expanded, be- 
coming incorporated in 1888, and adding pumps, wind- 
mills, mill supplies, plumbing and heating supplies, For 
many years the company had salesmen traveling as far 
west as the Dakotas, but with the concentration of popu- 
lation, the territory has been cut to that within a radius 
of 150 miles from LaCrosse. 

Under the direction of T. H: Brindley, who is now 
president of the company, an electrical department was 
added in 1916. Only wiring devices were handled during 
the first years of the department. Since then small and 
major appliances, radio, household and commercial re- 
frigeration, electronic products, motors and controls, in- 
dustrial lighting, etc., have been added. 

Immediate post-war plans of the W. A. Roosevelt 
Company include the purchase of several office machines, 
general equipment and trucks. 

In supplying details for this historical sketch it is also 
stated that: “The business is still principally owned by 
relatives of W. A. Roosevelt, the founder (Mr. Roose- 
velt was related to ‘the’ Roosevelts, but it was to the 
Theodore Roosevelt branch).” 


Salesman Likes Territory So Well 
He Opens His OwnWholesaling Business 


The Salt Lake Hardware Company 
Salt Lake City, Utah 


N 1889 when Benjamin Harrison was imaugurated, 
another Benjamin invested $5{000 in a small hard- 
ware store in Salt Lake City and founded the Salt 

Lake Hardware Company. 

This Benjamin F. Bauer was previously employed by 
a Chicago wholesale hardware firm at three dollars a 
week, Soon he became a traveling salesman for the same 
concern and it was on a trip to the Pacific Coast that 
he stopped off at Salt Lake City. So impressed by the 
possibilities of business expansion in the intermountain 
region, he took his entire savings and bought an interest 
in a small retail hardware store. 

After nine years of rapid progress in both wholesale 
and retail selling, the company was incorporated in 1898 
with Mr, Bauer as president and manager. Under his 
capable direction, The Salt Lake Hardware Company 
entered an era of still greater expansion. It constructed 
one of the largest and best retail hardware stores of its 
kind which maintained its leadership until the company 
discontinued retail selling in 1922 to devote its effort 
exclusively to a rapidly growing wholesale business. It 
expanded its wholesale selling to include ten western 
states and established branch houses at Boise, Idaho and 
Grand Junction, Colorado. 

President and general manager of the company today 
is Charles L, Wheeler with G. B. McKee, vice presi- 
dent; A. W. Hooper, secretary and Helen L. Welcker, 
treasurer. 
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From Harness Shop To Retail Hardware 
Then To Wholesaling Electrical Supplies 


W. C. Lyon Co., Inc., Durham, North Carolina 


VER fifty years ago W. C. Lyon, Sr. decided to 

open a harness shop in Durham, North Carolina 

which was the start of the W. C. Lyon Company. 
Later on the company developed into a retail hardware 
store and after years of experience in this line of busi- 
ness, the Lyon Co. branched out into the wholesaling of 
hardware while at the same time maintaining its retail 
hardware business. 

Part of the branching-out process was, that the com- 
pany entered the electrical wholesaling industry, distribu- 
ting major and trafic appliances, industrial lighting 
equipment and motors and apparatus and other electrical 
supplies. It also boasts of the largest gift shop in the city. 
Keeping its eyes on post-war possibilities, the Lyon Co. 
has recently purchased a strip of land adjoining the 
present building on which it plans to erect a three-story 
building after the war. Officers of the present company 
are W. C. Lyon, president; R. L. Lyon, vice president 
and Mrs, Marie McCullen, secretary and treasurer. 


Clearing Obstacles Clue To Success 
Of 53-Year Old Mid-West Concern 


Columbian Electrical Co., Kansas City, Missouri 


66 HE progress of the electrical wholesaler in the 
past has been largely due to his ability to over- 
come obstacles,” says vice president and treasurer 

Walter S. Blue of the Columbian Electrical Company of 

Kansas City. Since this company has been in the electrical 

wholesaling business for over fifty years, Mr, Blue prob- 








Walter S. Blue cannot have much spare 
time at Columbian Electrical Company, 
for he is vice-president, treasurer, gen- 
eral manager and purchasing agent. 
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The Columbian Electrical Company was already 31 years old 
when this photograph of a sales meeting was taken in 1923. 





ably could use his own company as an example of a 
wholesaling house which has had many obstacles to over- 
come in the electrical wholesaling field in order to have 
reached its present day success. 

The history of the company dates back to 1892 when 
it was founded by Frank Barington and W. R. Thomas 
in St. Joseph, Mo. Later it was moved to Kansas City 
where the Satterlee Electric Co. of Kansas City merged 
with the Columbian Electrical Co. of St. Joseph and 
thus formed the present company. 

Officials of the company are W. B. Satterlee, president 
and Walter S. Blue, vice president, treasurer, general 
manager and purchasing agent. 


Seeing Need For Good Distribution - 
Drew Mine Operators Into Wholesaling 


The Chas. B. Scott Co., Scranton, Pa. 


IKE many other successful wholesaling concerns, 
The Chas, B. Scott Company was founded by a 
man who was in another business but who saw the 

great need for better distribution service and had the 
ability to provide that service. 

Charles B. Scott was operating several coal mines in 
the Pennsylvania anthracite coal region when he saw the 
need for a supply house to provide mining equipment and 
boilers for the coal industry. In 1878 he founded the 
firm on the site on Franklin Avenue, Scranton, where it 
is still located 67 years later. 

As business increased and his selling territory increased 
in size, Mr. Scott found it advisable to add other lines. 
Thus, when electricity came into use he expanded his 
business to provide industry and the public with elec- 
trical supplies and appliances. Although the company has 
developed as a Mill Supply house, the electrical depart- 
ment has been a major part of the company’s operations. 
Selling of electrical equipment has been kept on a 100 
percent wholesale basis and distribution of radios and 
appliances has been handled through a selected group of 
dealers, The electrical department handles a complete 
supplies line, traffic and major appliances, radio sets and 
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radio parts, industrial lighting equipment and motor 
controls. 

In order to foster educational programs and to create 
good will, meetings for dealers are held in the company’s 
display room in the $150,000 warehouse. 

The present manager of the electrical and radio de- 
partment, E, H, Reif, has been with The Chas. B. Scott 
Company for 34 years. 

The overall policies and organization of the company 
have been continued by the present officials. They are 
L. L. Scott, president and general manager, and W. I. 
Tucker, secretary-treasurer. More than 100 persons are 
now employed by the company in its five departments, 
electrical and radio, mine and mill machinery, auto- 
motive supplies, plumbing and heating equipment, and 
paint and painters supplies. 


Henry Walker’s Love Of Wholesaling 
Not Cooled By Half-Century Of Activity 


Henry L. Walker Company, Detroit, Mich. 
Tot me. should be nothing but a hank of hair left 


of me after passing through five panics and five 

wars during my fifty years of electrical wholesal- 
ing, but the fact that I weigh more than I did when I 
started proves that I thoroughly enjoy the business.” 

That statement from Henry L. Walker, founder of 
the Henry L. Walker Company, as quoted from Oc- 
tober, 1944, WHOLESALER’S SALESMAN, was given as 
“a notable endorsement of the wholesaling business to 
any young man who may be considering the distribution 
of electrical supplies as a life work.” 

The history and the record of Henry L. Walker and 
his company can be taken almost completely from the 
write-ups that his prominence has warranted in previous 
issues of Jobber’s Salesman and WHOLESALER’S SALES- 
MAN. 

As a “Man You Should Know” in November, 1929, 
Mr. Walker was described as “‘a level headed man... 
conservative in his business operations . . . but often 
pioneering in the electrical field.” 

His company was one of the first to sell “wireless 
telegraph” material. Mr. Walker was one of the early 
members of the jobber’s association that today is the 
National Electrical Wholesalers Association. His influ- 
ence has been felt in many movements designed to better 
conditions in the electrical wholesaling industry. 

However, his founding and managership of a supply 
house from 1894 to the present time does not give the 
full history of his business activity. He preceded the 
career in electrical wholesaling with a period as an ele- 
vator operator in a wholesale drug house at $2.50 a 
week. For a while he ground the burrs off steam radiator 
castings, and left the job because there were then no 
exhaust fans to carry away the fumes and emery dust. 
For seven years he worked with a Detroit bank, and 
through this position he found himself shuttled into the 
electrical field. 

The bank asked him to be secretary-treasurer of a 
small electrical manufacturing company, Two years with 
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that concern gave him a background and knowledge of 
the electrical field and led to his becoming representative 


‘for Holmes, Booth & Haydens Co., of Waterbury, 


Conn., and the Safety Insulated Wire & Cable Co. 
Soon a third and fourth company were added to his 
list. He soon decided to enter the electrical wholesaling 
business on a large scale. He did this at 5 Griswold 
Street, Detroit, fifty-one years ago. During the half- 
century his company has been in three locations. 
Among his many activities was the founding of the 








Henry L. Walker has spent more than 
fifty years in the electrical whole- 
saling business and still likes it. 











Proctor Raymond Co., which was said to be the largest 
exclusive bell manufacturer in the country. This was sold 
to Stanley & Patterson in 1916, and some of the bells 
originally made by Proctor Raymond are being serviced 
today by the Faraday Electric Corp. 

Through the fifty years Mr, Walker’s company has 
sold in the same territory, Southeastern Michigan. 


Early Member Of Wholesaler’s Association 
Started In Jobbing Business In 1889 


Corrin Electric Supply, Oil City, Pa. 
\ a wholesale distributor of electrical supplies and 


t equipment, the company was founded in 1889 by 
W. H. Corrin in Oil City, Pa. 

Corrin Electric Supply has been a member of the Na- 
tional Electrical Wholesalers Association since 1908 and 
lays claims to being one of the oldest authorized distrib- 
utors for Cutler-Hammer motor controls, wiring devices 
and safety switches, The company has been in business 
over fifty years and the Corrin family still retain owner- 
ship of the company, W. M. Corrin, a descendant of the 
founder, is its present owner. 
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Four Men Joined Fortunes In Business 


That Has Served Alabama For 57 Years 


Allen & Jemison Company, Tuscaloosa, Ala. 


6“ ITH faith in the people and the development 
of this section, the Allen & Jemison Company 
of Tuscaloosa, Ala., commenced business in 

what would now seem a very modest beginning. 

“Mims P. Jemison was in active charge of the busi- 
ness... until his death which occurred on January 19, 
1914, and ‘to him is due strong foundation on which the 
business is builded,’ so goes the story 

“From a one-story building in 1883, this concern 
spread until it occupied three one-story stores. Then in 
1903 the four-story building was erected to which in 
1911 a two-story warehouse was added to take care of 
increasing business, giving 96,000 square feet. 

“This together with adequate railroad track facilities 
and warehouse additions . . , enables it to give adequate 
service. 

“The policy of this company has always been to buy 
in large quantities and strive for large volume sales, 
thereby reducing the cost of doing business and enabling 
its customers to be served at a lower margin of cost.” 

The above description of the history of the Allen & 
Jemison Company is taken from an aniversary booklet. 
It seems adequate for this Anniversary Issue until we 








In 1883 the Allen & Jemison Co., 
Tuscaloosa, Ala., started business in 
this building. 





Rapid expansion took Allen & Jemison into the two adjacent 
buildings before the turn of the century, 
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Mr. A. C. Cade is now president of 
the Allen & Jemison Company. 











note that the booklet was issued in 1923 and that the 
Allen & Jemison Company has added 22 years of suc- 
cessful distributing history since the above description 
was written. 

There were four men who had “faith in the people 
and in the development of this section” and started the 
Allen & Jemison Company, Mims P. Jemison, William 
C. Jemison, Thomas B. Allen, and Robert Jemison, Sr., 
were the organizers, Mims P. Jemison, the first man- 
ager, was succeeded in 1914 by Adolph C. Cade as 
manager and he is today president and treasurer. 

When the company started, all business was on the 
retail side. Today only 8 percent is retail, the rest is the 
wholesaling of electrical supplies, hardware, mill sup- 
plies, building materials and farm supplies, throughout 
part of Alabama and Mississippi. 

The electrical department, under the managership of 
L. R. Moore, handles supplies, radio sets, radio tubes, 
radio parts, residential and industrial lighting fixtures 
and motor controls, 














Having outgrown the three buildings, Allen & Jemison in 1903 
built this four-story building and a warehouse in 1911. 
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Chicago Wholesaler Marks 55th Year 
With Large Industrial Supply Catalog 


Metropolitan Electrical Supply Co. 
Chicago, Illinois 


HE founder of the Metropolitan Electrical Supply 
Te. W. H. McKinlock, started in business in 1891 

at Chicago. The company was then called the 
Metropolitan Electric Co, which seven years later be- 
came incorporated. 

In 1916 E. W. Getke, at that time an employee of the 
company, and §. $§, Mandel purchased the Metropolitan 
Electric Supply Co. and Mr. Getke became president 
and Mr. Mandel—secretary and treasurer. 

As a post-war project, this wholesaler of electrical 
supplies, traffic appliances, radio tubes, residential fix- 
tures, industrial equipment, and motors and control ap- 
paratus, electronic equipment, etc. has recently completed 
a 1000 page industrial catalog that is now ready to be 
mailed. 


Family Firm On Wholesaling Policies 
Set Up In 1864 By Iowa Pioneer Founder 


Haw Hardware Company, Ottumwa, lowa 
7 re HAW and B. F. Henry started in the 


wholesaling and retailing business in 1864 at Ot- 

tumwa, lowa. Descendants of the original Haw 
family—E, A. Haw, president ; S. A. Haw, vice president ; 
and F, B. Haw, secretary and treasurer—are carrying 
out today the same wholesaling policy of their ancestor 
George Haw. Besides its regular line of merchandise the 
company has handled mill supplies, mine supplies, and 
paper. 


Seventy Years Of Service Im Corn Belt 
Is Record Of Blish, Mize & Silliman 


Blish, Mize & Silliman Hardware Co. 
Atchison, Kansas 


LISH & Silliman Hardware was the original name 
of the company started by D. P. Blish and J. B. 
Silliman over seventy years ago in Atchison, Kan- 
sas. The company’s name has since been changed to 
Blish, Mize & Silliman Hardware Co, and it has as its 
head executives at the present time A. E. Mize, presi- 
dent; H. B. Mize, treasurer; and J. H. Mize, secretary. 

The company has carried, besides its regular line of 
business, farm and mechanics’ tools, housewares, paints, 
stoves and heating equipment, sporting goods, and 
cutlery, 

While in the early days only the territory of northern 
Kansas was covered, today the company has extended its 
operations to include Kansas, Oklahoma, southern Ne- 
braska, western Missouri, southwest Iowa, Colorado, 
New Mexico, northwest Texas, and southeast Wyoming. 
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Selling Stoves To Retail Market Started 
Wholesale Business Nearly Century Old 


Canfield Supply Co., Kingston, New York 


HE history of the company dates back to 1850 when 

P. A, Canfield founded the business in Kingston, 

N. Y. for the purpose of serving the retail stove 
market. Through the years the company has grown from 
a small concern to a large wholesaling house, supplying 
the territory with electrical supplies, radios, radio tubes, 
industrial lighting equipment, etc. Descendants of the 
founder are connected with the company today—C, D. 
Canfield, president and George W. Canfield, vice presi- 
dent. 


57-Year Old Pittsburgh Wholesaling House 
Headed By One Of Industry’s Pioneers 


Doubleday-Hill Electric Co., Pittsburgh, Pa. 


NE of Pittsburgh’s oldest jobbing houses was started 
Q when H. M. Doubleday, C. Phillips Hill, G. 
Brown Hill and H. G. Shaler back in 1889 got 
together and organized the Electric Supply & Construc- 
tion Co. Five years later the company became a partner- 
ship under its present name, Doubleday-Hill Electric 
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One of the pioneers in electrical whole- 
saling is the well-known George W. 
Provost, who has been president of 
Pittsburgh’s Doubleday-Hill Electric 
Company since 1928, 











Co., incorporated to “manufacture, sell and deal in ma- 
chinery and appliances for the generation, transmission 
and utilization of electricity.” 

George Provost, a pioneer in the electrical whole- 
saling business, became president of the Doubleday-Hill 
Electric Co, in 1928 when he bought all the company’s 
common stock. Other executive officers of the company 
are B, A. Stump, vice president, secretary and treasurer ; 
H. H. Tully, vice president, and W. B. Megoran, as- 
sistant secretary and assistant treasurer, 
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This Wholesaler Looked To Frontiersmen 
And Wagon-Trains For First Business 


Richards & Conover Hardware Co., 
Kansas City, Mo. 


HOLESALERS who are perspiring over their 
plans for selling dealers, contractors, industrial 


and electronic accounts after the war might con- 
sider for a moment the selling problems that faced J. F. 
Richards, founder of the Richards & Conover Hardware 
Company when he opened shop, Electronics ?—why, even 
the word electrical was not in common use then. Indus- 
trials ?—the eastern seaboard was only then going through 
the first stages of the industrial revolution. This was 
1857, and Mr. Richards was starting a supply business 
in Leavenworth, Kansas Territory, to serve the needs of 
these customers—prairie schooners, wagon trains, the first 
trans-continental railroad, frontiersmen. 

There was practically nothing electrical then, but it 
showed up soon as the first trans-continental telegraph 
system. Mr. Richards was right there to supply many 
of the needs of this new communication system and thus 
his electrical department was born. 

On the lighter side, salesmen who have a State as their 
territory might consider Mr, Richards’ problem who had 
a Territory but no State! Kansas had been made a Ter- 
ritory only three years before, and did not become a 
State until 1861. 

Mr. Richards had opened his business to supply the 
needs of the expanding southwest, and today, after 88 














The Richards & Conover Hardware Company was started by 
J. F. Richards in this little store in Leavenworth, 
Kansas Territory in 1857 





Teday Richards & Conover occupy this large establishment in 
Kansas City, Mo., as well as a branch at Oklahoma City, Okla. 
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J. E. Woodmansee is president and 
treasurer of the 88-year old firm of 
Richards & Conover Hardware Co., 
Kansas City, Missouri. 











years of wholesaling service, the Richards & Conover 
Hardware Company continues to serve a still expanding 
southwest with a stock that includes more than 40,000 
items, 

The company has 67 salesmen in the field covering 
Western Missouri, Kansas, and Oklahoma, and out of 
the main office in Kansas City, Mo., and the branch at 
Oklahoma City, supplies some of the agricultural and 
industrial needs of the bordering states of Colorado, 
Nebraska, Arkansas and Texas. 

The appliance section of the electrical department 
handles in normal times lines such as Admiral radios, 
Dual Temp refrigerators, home freezers, electric ranges, 
ABC laundry equipment, Universal and GE small ap- 
pliances. A line recently added are electric furnace con- 
trols. 

Heading this large wholesaling house today are: J. E. 
Woodmansee, president and treasurer; M. E. O'Neil, 
G. R. Conover, Conover Smith, vice-presidents; H. H. 
Kuehlke, secretary and assistant treasurer; C. D. Moore, 
assistant secretary ; and R. R. Lancaster, director of sales. 


Kansas Firm’s 60 Year History 
Includes 42 Years As Wholesaler 


The Frank Colladay Hardware Co. 
Hutchinson, Kansas 


T HUTCHINSON, Kansas in 1885, Frank Colla- 
day opened a retail hardware store and remained 
in the retailing business until 1903 when the Frank 

Colladay Hardware Co. was incorporated to wholesale 
hardware merchandise. As electrical wholesalers, the 
company covers the territory of western Kansas, north- 
western Oklahoma and Texas, northeast New Mexico, 
and eastern Colorado. Officers of the company today are 
Charles S. Colladay, president; A. G. Schroll, vice pres- 
ident; and Charles G, Colladay, secretary, 
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Professors With $450, Rent 450 Square Feet 
Start Wholesaling Firm Now In 41st Year 


Treadway Electric Co., Inc., Little Rock, Ark. 


sd “ET Me In St. Louis” is currently one of the 
\') Fetes popular motion pictures, and for W. 
A. Treadway, president of Treadway Electric 
Co., Inc., Little Rock, Ark., it should bring many mem- 
ories of the start of his 40 years of electrical wholesaling. 
The movie is based on a visit to the St. Louis Fair in 
1904 — which is just what Mr, Treadway did in 1904 
and just how he met William Brown, sales manager for 
Ewing & Merkle Electric Company, local wholesalers. 
This meeting in St, Louis is what turned Mr. Treadway 
—a professor of electrical engineering at the University 
of Arkansas — into a wholesaler’s salesman, 





W. A. Treadway, left, and Theo. C. Treadway, are the ex- 
college professors who started a wholesaling business now in 
its 41st year of successful operation in Little Rock, Ark. 





Illness put a stop to his selling career a year later, but 
indirectly it changed him from a salesman to a whole- 
saler. It took him back to Little Rock where his brother, 
Theodore, was teaching mechanical engineering at the 
University of Arkansas. With their father, Leo, the 
brothers went into business as the Treadway Electric 
Company in 1905. 

It was a space only 18 by 25 feet where the company 
started a retail business along with electrical contracting. 
But, then, when one figures that the entire initial capital 
put into the new company was $450.00, the Treadways 
were doing all right. In fact, after a year, the company 
needed more space—this time 9,000 square feet in a loca- 
tion that was used until 1918. 

Although the Treadways were serving in an increas- 
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ing capacity as electrical wholesalers, it was not until 
1925 that Treadway Electric Company became an ex- 
clusive electrical wholesaling firm—the first in Arkansas. 

Today the company, still headed by the Treadway 
brothers, with W. A. as president, and Theodore as 
vice-president and general manager, finds itself well 
rooted in Arkansas, Four salesmen cover Little Rock 
and a 200-mile radius, supported by two counter men. 

The future of the company has been well planned. 
When it was incorporated in 1931, each brother took his 
son into the firm, W. A, Jr. as treasurer and Theodore 
Jr. as secretary and purchasing agent. The latter is on 
leave serving as a major in the Army. All four officers 
of the company hold degrees from the University of 
Arkansas, As for the far distant future of the company, 
that seems to be well planned, too, There’s a W. A. 
Treadway III, seven years old, and a Theodore C. 
Treadway, III, five years old. 


Repairing Bicycles One of Early Jobs 
Of This 40-Year Old Wholesaling Firm 


Capitol Electric Supply Co., Lansing, Mich. 


F you wanted a bicycle repaired in Lansing, Mich., 
| around 1905 you might not think of a budding elec- 
trical wholesale establishment as the obvious place 
to go. Nevertheless, bicycle repairing was part of the 
work performed by E. P. Kinney’s Capitol Electric En- 
gineering Company in its early days, when it also manu- 
factured residential lighting fixtures. 
Mr. Kinney did not, however, base the future of his 
business on a career in bicycles, or in automobiles either, 








Staff of the Capitol Electric Supply Company, Lansing, Mich., 
brave the weather to be photographed in front of their building. 
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even though he was located in the region that became 
the heart of the motor industry. As the electric wiring 
industry grew he converted gradually to the wholesaling 
of wiring devices, fixtures, motors, transformers, etc., 
and finally his concern became the strictly electrical 
wholesaling house that Capitol Electric Supply Company 
is today. 

Assuming that the post-war period will require more 
intensive customer cooperation, the company plans to put 
the city counter adjacent to and under the supervision of 
the sales engineering department in order to give counter 
customers benefit of engineering service when needed. 

In what J. K. Knopp, secretary and general manager, 
calls the “good old days” the company covered the upper 
and lower peninsula of Michigan and today Capitol 
stills covers a wide area in lower Michigan, with three 
salesmen working the territory. 


Quick Adjustment To New Market Trends 
Marks Elliott-Lewis’40-Years Of Success 


Elliott-Lewis Electrical Co., 
Philadelphia, Pa. 


LTHOUGH the 40-year business career of the 

A Elliott-Lewis Electrical Company, Philadelphia, is 

studded with many successful accomplishments, two 

in particular are outstanding, and both are indicative of 

the company’s ability to foresee the trend in the selling 
of electrical equipment. 

In 1932, the officers of the company saw a great 
future for oil burning equipment, Under the manage- 
ment of T. Harry Lewis, a partner and one of the 
founders, a subsidiary was formed. T-hree years [ater, 
according to the company’s statement, it was selling 
more oil burners than any other concern in the terri- 
tory. In 1940, Mr. Lewis assumed ownership of the oil- 
burner business and relinquished his interests in the par- 
ent company. 

In 1941, Elliott-Lewis decided that its very success- 
ful appliance business (it made up 60 percent of the vol- 
ume) was doomed for the duration of the emergency. 
For a replacement it turned to industrial lighting, a 





The president and sales staff of the Elliott-Lewis Electrical 
Company, Philadelphia, lined up for this photo when they were 
celebrating their success in selling industrial lighting - equip- 
ment, President F, R, Elliott Jr., is fifth from left, 
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field which seemed to offer the greatest opportunity. The 
company increased its inventory to three times the pre- 
vious volume, gave special training to all its salesmen 
including the four ex-appliance men, brought in equip- 
ment manufacturers and engineers from the lamp manu- 
facturers for talks to the men, and sent the salesmen to 
IES lectures. Then it advertised high and wide. The re- 
sults in sales put two of the salesmen at the top of the 
GE Bomber Builder contest and the all-around success of 
the company’s industrial lighting activity made a feature 
story in September, 1943, WHOLESALER’s SALESMAN. 

At the same time no small success has been the com- 
pany’s marine electrical supply department which now 
serves more than 200 shipyards in 29 states. 

Frank R. Elliott, Sr., and T. Harry Lewis had 
founded this electrical wholesaling business in 1905, 
serving the states of Pennsylvania, Delaware, Maryland, 
New Jersey, parts of New York, Ohio and Virginia. 
During the years the company has gradually contractéd 
the operating territory which now covers Philadelphia 
and four surrounding counties, southern New Jersey, 
Maryland and Delaware. Fifteen salesmen operate in 
this territory and two are at the counter. More than 
47,000 square feet of floor space is used. 


Contracting Precedes Quarter-Century 
Of Wholesaling For Illinois Concern 


Gem City Electric Co., Quincy, Illinois 


N 1905 Roscoe Butler and William Miller started in 
the retailing and contracting business in Quincy, 
Illinois but, it was not until 1920 that the Gem City 

Electric Co, was organized by Mr. Butler to serve the 
electrical wholesaling field. Roscoe Butler is still owner 
of the company today and his partner is F, G, Ernst. 


General Merchandising Store In 1905- 
Danser Now Handles Full Line Of Supplies 


The Danser Manufacturing & Supply Company 
Weston, West Virginia 


HARLES H. DANSER, Jackson Arnold, Thomas 

A. Whelan and William C. Danser opened a gen- 

eral merchandising store in 1905 in Weston, West 
Virginia. Over a period of forty years, this company had 
grown from a general merchandising store to one of 
today’s leading electrical wholesaling houses. It has car- 
ried, besides its regular line, such merchandise as general 
hardware, plumbing, heating and electrical supplies, mill, 
mine, oil, gas and automotive supplies, and in 1934 the 
company opened a brarch house at Clarksburg, West 
Virginia. 

Post-war plans are being made for improvements and 
additions at the Clarksburg house due to the rapidly 
growing business at this point. Executives of the com- 
pany are A. D. Thomas, president; W. J. Ballard, vice 
president and general manager; A. E. Boram, treasurer 
and purchasing agent; and T, E. Nutter, secretary, 
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in the Electrical Wholesaling Field 








Serves Piedmont Section Of Carolinas 


With Full Line Of Electrical Supplies 


Mill-Power Supply Company, Charlotte, N. C. 


HIRTY-FIVE years ago the Mill-Power Supply 
TT cateat was founded by W. R. Cornell, E. C. 

Marshall and N. A. Cocke, in Charlotte, N. C. 
The company handles today electrical supplies, traffic 
appliances, industrial lighting equipment, motors and 
control apparatus. It covers the Piedmont section of the 
Carolinas, has seven salesmen and occupies 35,000 square 
feet of space. W. G. Thomas is president of the com- 
pany; J. C. McGowen, vice president; J. S. Sease, sec- 
retary; E, E, Wayland, treasurer; and J. D. Harden, 
assistant treasurer, 


Experienced Management And Personnel 
Guide 35-Year Old Connecticut Firm 


Spring & Buckley, Inc., New Britain, Conn. 


HIRTY-FIVE years ago Spring & Buckley, Inc. 
T= organized by G. K. Spring and John H. Buckley 
in New Britain, Conn. In the days when the com- 
pany was called the G. K. Spring & Co., it operated an 
electrical contracting business and sold electrical supplies 
both wholesale and retail. 
Today Spring & Buckley is operating strictly as an 
electrical wholesaler, selling various manufacturers’ prod- 
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ucts only. Some of the employees of Spring & Buckley 
have been with the company almost from the time of its 
beginning. Three have remained with the company for 
over 30 years, three have been employed for over a per- 
iod of 25 years, and one has been with the company 
over 20 years, 


For 35 Years Kailing Company Has Served 
Wisconsin And Upper Michigan Territory 


Alexander M. Kailing Company, Milwaukee, Wis. 


HIRTY-FIVE years ago, Alexander M. Kailing 

and E, D. Kailing organized the company in Mil- 

waukee, Wisconsin. Besides handling its regular line 
of electrical supplies, appliances, radios, lighting equip- 
ment, etc., the company has specialized in lighting fix- 
tures. The Kailing Company today occupies 16,000 
square feet of space, has 6 salesmen and serves the Wis- 
consin and Upper Michigan area, 


35-Year Old Detroit Wholesaling Firm 
Has 7 Salesmen Serving 100-Mile Area 


McNaughton-McKay Electric Company 
Detroit, Michigan 


HIS company was organized in 1910 by John R. 
McNaughton and Arch McKay in Detroit, Mich- 


igan, so that this year, 1945, it celebrates its 35th 
anniversary of service to the industry. McNaughton- 
McKay Electric now occupies 35,000 square feet of 
space and has a staff of fourteen salesmen—7 city, | 
country and 6 counter. Executives of the company are 
Arch McKay, president; Edna T, McNaughton, vice 
president ; Clarence R, Bull, treasurer and general man- 
ager. 
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Celebrates Being 30 Years Young 
By Expanding With New Branch Office 


Hawkins Electric Co., Chicago, Ill. 


T is rather indicative of the success of the Hawkins 
| Electric Company that this year, the 30th Anni- 

versary of the founding of the business by Rex W. 
Hawkins, the company is opening a branch in La Salle, 
Ill. 

From the one-room shop in which he started the busi- 
ness, Rex Hawkins built up an electrical supplies busi- 
ness that in short order moved into new quarters and 
three years later was able to erect its own building. In 








L 


O. E. Frankenbush, who was hired by 
the Hawkins Electric Company, in 1916, 
is now president and general manager. 











the development of this wholesaling business Mr. 
Hawkins was aided by O. E. Frankenbush, who joined 
the company in 1916, and by R. R. Hill who started in 
1921. 
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The company carries a full supplies line, traffic ap- 
pliances, industrial lighting equipment, motors and con- 
trol apparatus, and electronic products. The personnel 
now totals 30, with 7 of these as outside salesmen and 5 
as counter salesmen, The total space used is 20,000 feet, 
which includes the three-story warehouse built in 1935. 

Rex W. Hawkins died in 1942 following two years of 
illness. His work has been carried on by O, E. Franken- 
bush, president, Mrs. E, A. Hawkins, vice-president and 
treasurer, and R. R. Hill, secretary and sales manager. 

The company’s previous territory, limited to a radius 
of 50 miles has been increased to take in 150 miles 
through the establishment at La Salle of a branch, 
known as the La Salle Electric Supply Division of 
Hawkins Electric Company, It is under the management 
of B. G. Tonquest. 

Post-war plans include the acquisition of a new build- 
ing, new warehouse equipment and new office machines 
and equipment, Delivery service will be expanded by the 
addition of two new trucks. 


Late Larry Bodkin Made Name For Himself 
And Wholesaling Firm He Started In 1915 


Electric Supply Co., Des Moines, lowa 


HE electrical wholesaling industry last year mourned 
Ti: passing of Larry A. Bodkin, founder of Elec- 

tric Supply Company, whose untimely death at the 
age of 53 ended the career of a man who was about to 
celebrate 30 years of success and prominence as an elec- 
trical wholesaler. 

Mr. Bodkin had started in business in a small way as 
a sales agent for a company making cabinet boxes. Soon 
additional lines were taken on and the need for main- 
taining stocks brought the Electric Supply Company into 
being as a full fledged wholesaler. 

During World War I although his business was pros- 
pering, Mr. Bodkin left it in charge of his employees 
and joined the colors. 

Business progressed during his absence, and after his 
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return he gradually built up the business until at the 
beginning of World War II his salesmen cover the 
entire state of lowa and he was employing 26 persons. 
During the present war five employees left the firm to 
enter the service and several took jobs in war production 
industries near Des Moines. 

After the death of Mr. Bodkin, his widow, Mrs. Lela 
Bodkin, has continued as owner, with Glen C. Merritt 
as general manager. Mr. Merritt has had 26 years of 
experience in the electrical industry, 

The Electric Supply Company is planning a new 
building, with parking lot, for postwar. A greatly en- 
larged sales and office personnel will be employed. The 
company will continue to devote its selling efforts to 
electrical contractors, dealers and industrial customers. 


Up-To-Date Lighting Fixture Showrooms 
Highlight 30th Anniversary Of Chicagoan 


Iluminating Electric Co., Chicago, Ill. 


HE pride and joy of the Illuminating Electric 

Company, Chicago, is not only its record of 30 

years of successful business, but also its present-day 
up-to-date showrooms and warehouse. 

Moving in 1938, for the third time since Bernard 
Liberman set up shop in one-half of a store on West 
Roosevelt Road in 1915, the company took over larger 
quarters in its own two-story brick building on South 
Halstead Street. At this site the company boasts of one 
of the most comprehensive displays of lighting fixtures in 
the Chicago area. 

The large showroom fronting on Halstead Street is 
designed to display fixtures so that customers may make 
their own selection easily without the confusion and dis- 
traction of a room full of mixed fixtures. Separate al- 
coves are provided for lanterns, bedroom pieces, bath- 








B. H. Liberman, left, founder of Illuminating Electric Com- 
pany, is now ably assisted by M. R. Liberman, general manager. 
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In this small store on Chicago’s West Roosevelt Road, Bernard 
Liberman started the Illuminating Electric Co. 25-years ago. 
The picture was taken during the first year. 
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With Mr. Liberman still in charge of this wholesaling concern, 
the company is now in these modern quarters on South Halstead. 





In keeping with the company’s name, Illuminating Electric has 
given particular attention to display of lighting fixtures as this 
1942 photograph shows 





room brackets, etc. Fast-moving ceiling pieces are dis- 
played in smaller niches. Other large fixtures are on the 
main ceiling. 

In designing the company’s new headquarters the 
architect specified nineteen different colors to obtain 
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special effects in showrooms and offices. The entire build- 
ing, except the fixture showroom, is fluorescent lighted. 
During 1944 the company installed a freight elevator to 
connect the first floor and second floor warehouse. A 
modern intercommunicating system connects offices. show- 
room, sales counter, shipping room and warehouse. 

Between 1915 and 1917 the Illuminating Electric 
Company developed from an electrical contracting con- 
cern to a full-fledged electrical wholesaling firm handling 
electrical supplies as well as lighting fixtures, Originally 
the company served only the Chicago area, then ex- 
panded gradually until it has four salesmen in Illinois, 
Indiana and parts of Michigan and Wisconsin. How- 
ever, Marvin Liberman, the general manager, states that 
the company’s sales territory is the entire United States. 

The founder, Bernard Liberman, is still active as 
president of Illuminating Electric Company. With him 
in the concern are N. Liberman, vice-president, and 
Marvin Liberman who joined the company in 1936 and 
is now secretary-treasurer and general manager. 


“House Of Service’ Is Motto 
Of Kurzon’s 30-Year Old Firm 


Joseph Kurzon, Inc., New York, New York 
INCE the company has served the Metropolitan 
New York rea for the past thirty years with elec- 
trical supplies, “Joe” Kurzon, head of Joseph Kur- 





Fred H. Greene was appointed recently 
to be general sales manager of the 30- 
year old Joseph Kurzon, Inc, 
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zon, Inc. of New York City is proud of associating with 
the name of the company the motto “The House of 
Service.” The company previously has not handled 
major appliances but is looking forward to carrying in 
the post-war era a complete line of electrical merchan- 
dise. Joseph Kurzon, president of the company, recently 
engaged Fred J. Greene in the capacity of general sales 
manager. 


All-Out Effort In Two World Wars 
Mark Career Of Boston Wholesaler 


Massachusetts Gas & Electric Supply Co. 
Boston, Mass. 





The store front of Mass. Gas & Electric Light Co. in 1923 
featured lighting equipment, gave little space to appliances 
which have since then become a most important item. 


T didn’t take Chas. Weinreb of the Massachusetts 
Gas & Electric Supply Company, Boston, long to go 
all out in the war effort. Within a few hours after 

the announcement of the attack at Pearl Harbor, Mr. 
Weinreb had announced that his supply house would 
provide 24-hour service everyday for war plants and 
other essential customers. 

Such an arrangement was only logical, Mr. Weinreb 
said, “. . . If our soldiers could be on the job 24 hours 
a day using war equipment, we should be on the job just 
as long to produce it.” 

But going all out to aid war production was nothing 
new to Mr. Weinreb. During the first World War he 
disposed of a prosperous supply business (it had a staff 
of 15) and was preparing to enter the army when that 
comparatively short war ended. In the current war Mr. 
Weinreb has seen one son, Efrem, enter the service as 
a Navy ensign, and his son-in-law and purchasing agent, 
Arnold Bronstein, go as a Lieutenant, as well as thirteen 
others from his staff. 

When he started anew in 1920, the present-day 
Massachusetts Gas & Electric Supply Company took 
form. 

Reminiscing about prices in those days, Mr. Weinreb 
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Two members of the staff of Mass. Gas & Electric have been 
seeing service in the U.S. Navy, Left is Arnold Bronstein, who 
was purchasing agent, and Efrem Weinreb, son of founder. 
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claims: “It cost about $200 to $250 for the fixtures in 
a 4 or 5-room house which today, with much better 
equipment, would cost about $75. Bx sold for $105 
compared with about $31 today . . . 33 cent switch 
boxes instead of 12 cents or so now .. . pull-chain 
sockets at 45 cents compared with about 14 cents 
today. ...” 

Realizing that the traffic congestion in Boston was 
imposing a hardship on customers from out of town, Mr. 
Weinreb opened a branch in Watertown in 1925 and 
its success prompted him to open another branch that 
same year in Dorchester. In 1931 a branch was started 
in Brockton and two years later another in the Malden 
area. 

The company had more than 70 employees when the 
war began. Maine, Massachusetts, New Hampshire and 
Vermont comprise the territory for the company that 
once confined its activities to the number of stores Mr. 
Weinreb could visit near his location in the middle of 
Boston. Now there are 14 salesmen. 
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Celebrates 3 Decades Of Wholesaling, 
Purchases Building For Post-War Expansion 


Requa Electrical Co., Inc. 
Rochester, N. Y. 


HIS year the company is celebrating its 30th anni- 
Tres of the electrical wholesaling business which 

was left to his employees and co-workers by Wil- 
liam A. Requa who started the business in 1915 in 
Rochester, New York. The following year it was in- 
corporated, with the original purpose for business speci- 
fied as that of selling at wholesale electrical supplies, 
electrical apparatus and appliances. The company today 
still maintains this same wholesaling policy. For twenty- 
five years the company has occupied a five-story building 
and in looking ahead to increased post-war business, 
Requa Electrical Supply recently purchased the building 
and is indeed proud of its ownership. President of the 
company is Albert G. Held; vice president, Howard W. 
Minchin; secretary, Frederick E. Webb; and treasurer 


Ralph A, Whitford. 


Jaffe Celebrating 30-Years Of Service 
To Industries In New Jersey’s Silk City 


Silk City Electrical Supply Co., Paterson, N. J. 
Tsioniy years ago, when the Silk City Electrical 


Supply Co. first started in business, it occupied ap- 

proximately 800 square feet of space, Today I. I. 
Jaffe, founder and present owner of the company, is 
proud of his modern building that gives them over 
10,000 square feet. 





I. I. Jaffe founded the Silk City Elec- 
trical Supply Company in Paterson, 
N.J., thirty years ago and now has a 
branch at Newburgh, N.Y, 
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Ex -Wholesaler’s Salesman Successful 


With Jobbing Firm He Started in 1920 


Barrett Electrical Supply Co., St. Louis, Mo. 


N the same year that “Jobber’s Salesman” made its 
bid for the support of the electrical wholesaling in- 
dustry, an ex-jobber’s salesman, W. S. Barrett, made 

his bid for support as an electrical wholesaler in St. 
Louis. This year both the publication and Mr. Barrett 
celebrate 25 years of service in this field. 

Mr. Barrett’s original idea for the Barrett Electric 
Company was to serve a select group of industrial ac- 
counts and to do so he set up a modest organization 
consisting of himself and one warehouse man. By 1923 
the business had outgrown its small office and warehouse 
at 2807 Locust Street and moved to new quarters at 
3115 Washington Avenue where it stayed for 16 years. 

The company’s personnel had grown to five. The next 
eight years saw a beginning of expansion in which the 
Barrett Electrical Supply Company broadened its op- 
eration into a larger trade area and entered the radio 
and appliance field. 

In 1928 the building was remodeled, rebuilt and en- 
larged, and the company was reorganized, and incor- 
porated as the Barrett Electrical Supply Company. By 
1936 Mr. Barrett had brought his company through the 
depression and had developed an industrial and residen- 
tial lighting department as well as another department 
devoted to the sale of Ultra Violet equipment. 
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Street view of the Barrett Electrical Supply Company's build- 
ing decorated with a touch of St. Louis winter. 
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Ex-wholesaler’s salesman, W. S. Bar- 
ret is president, treasurer and manager 
of the concern he founded 25 years ago. 





In 1939 the company moved to a new building at 
2936 Locust Street. The company’s territory, which 
started as only metropolitan St, Louis, had increased until 
it included the eastern half of Missouri and southern 
Illinois, the same as is covered today. Nine salesmen are 
kept busy throughout this territory and two are used at 
the counter, The floor space has now grown to 18,000 
square feet. 


Fixture Business Expands To Full Line, 
Small Store To 3 Buildings In 25 Years 


United Light Company, Philadelphia, Pa. 
WENTY-FIVE years ago the United Light Com- 


pany started in business in a small store in Phila- 

delphia carrying gas and electric lighting fixtures. 
After years of steady progress and carefully planned ex- 
pansion in the electrical wholesaling business, the com- 
pany has acquired two warehouses and one large store. 
Post-war plans are being made to increase the size of 
both the warehouses and stores because even now these 
buildings are not large enough to handle the company’s 
present business, Harry Nitzky is owner of the company 
and Nathan Nitzky manages the electrical department. 
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Founders Are Still The Active Heads 
Of 25-Year Old Massachusetts Concern 


Merrill Electric Supply Co., Worcester, Mass. 


N WORCESTER, Mass. the Merrill Electric Sup- 
| ply Company was founded by W. H. Merrill and 

H. M. Bobick in 1920, Both men are with the com- 
pany today—Mr. Merrill as president and treasurer and 
Mr. Bobick as secretary. The company covers the terri- 
tory of central Massachusetts, southern New Hampshire 
and Vermont, has 5 salesmen and occupies 10,000 square 
feet of space. 


Beginning Humble, Franklin Electric 
Now Has Twenty Times As Much Space 


Franklin Electric Company, Philadelphia, Pa. 


HIS company occupied just barely 3600 square 
ik of space in 1920 when it first started in busi- 

ness in Philadelphia, Pa. The founders and present 
owners of the company, William T. Walker and Samuel 
Boardman, found it necessary during their twenty-five 
years in business to gradually increase the size of their 
establishment and today the Franklin Electric Co. oc- 
cupies 75,000 square feet. 


Founders Of Minnesota Wholesaling Firm 
Constructed Power Lines In Early Days 


Northland Electric Supply Co., 
Minneapolis, Minn. 


N THE same month of 1920 that Howard Ehrlich 
|: Chicago was bringing to life his plan for a “human 

interest monthly journal for wide-awake electrical 
salesmen,’ a few hundred miles northwest, in Minne- 
apolis, Henry H, Henley, David E. Ford and Palmer 
V. Mabry were attending the birth of their long-planned 
enterprise, an electrical wholesaling and contracting busi- 
ness to serve the Northwest. During the first year they 
called their firm the Triumph Electric Company, then 
changed it to Northland Electric Supply Company, the 
name it bears 25 years later. 

A new name, that of W. H. Vilett, was added to the 
roll during the first year and he was made treasurer of 
the concern. Mr. Vilett is still active as president and 
treasurer, and D. E, Ford, one of the founders, is vice- 
president, secretary and general manager. 

For three years Northland was making a name for it- 
self as an electrical contracting firm, constructing electric 
light and power lines through the Northwest, as well as 
building up a successful electrical wholesaling business. 
Then it decided to concentrate on the jobbing end and 
continued this effort, expanding gradually until it now 
has 25,000 square feet of floor space, an appliance depart- 
ment, a lighting fixture department, and eleven salesmen. 

Originally, the Northland Electric Supply Company 
covered only Minnesota and part of South Dakota. 
More recently its operating territory has been increased 
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The Northland Electric Company of Minneapolis was only one 
year old when the above photograph was taken in 1921. 











Walter H. Vilett, left, is president and treasurer of Northland 
Electric Company, and David E. Ford is vice-president, secre- 
tary and general manager of this Minneapolis wholesaling 
house. 





E. C. White, left, is assistant-treasurer and comptroller, J. M. 
Vilett, center, is vice-president and assistant to the general 
manager, and N. K, Gullick, vice-president and sales engineer. 
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to include the western part of Wisconsin, the northern 
half of Iowa, the eastern parts of the Dakotas, as well 
as Minnesota. 

The officers of Northland Supply are looking forward 
to a steady and satisfactory volume of business for years 
to come because of the quantity of rural electrification 
planned for their territory both by the REA and by 
private utilities. They foresee business fur the electrical 
wholesaler not only from the original construction but 
also in the sale of many appliances and electrical equip- 
ment which the rural customer will want once the high- 
lines come through. 

In preparation for this post-war market, and after a 
lengthy study and survey of the possibilities for the sale 
of electrical merchandise by wholesalers postwar, the 
officers decided in October 1944 to place the company in 
a better position for post-war operation. To do this, three 
additional officers were elected—N. K. Gullick, vice- 
president and sales engineer; J. M. Vilett, vice-president 
and assistant to the general manager; and E, C. White, 
assistant treasurer and comptroller, and at the same time 
plans were announced for the sale of additional capital 
stock to key employees. 


Taking Over Mining Machinery Business 
Starts Quarter Century Of Wholesaling 


Fairmont Supply Co., Fairmont, West Va. 


NLY a few issues of the new publication “Jobber’s 

Salesman” had reached wholesalers throughout 

the country when the Fairmont Supply Company 
was organized in December 1920 to take over the job- 
bing business of the old Fairmont Mining Machinery 
Company in Fairmont, West Virginia. 

Sixteen employees made up the pay-roll of this new 
wholesaling concern, and among them were: F. C. 
Davis, president; H. H. Snoderly, vice-president; E. R. 
Sheriden, treasurer; Earl Malone, auditor; A. C. Ken- 
dell, sales manager; Ward Brannon, purchasing agent; 
and J. S. Atha, warehouse manager, J. C. Davis this 
year celebrates his 25th anniversary as president of the 
concern and alone of the original group is listed among 
the present day officers, 

Although the number of employees has increased to 








In recent years the Fairmont Supply Company has built this 
two-story office building adjacent to its warehouse. 
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When a wholesaler’s activities are as wide spread as those of the 
Fairmont Supply Co., Fairmont, W. Va., a peek across the 
counter at the company’s modern steel stock bins brings a view 
of such contrasting supplies as those seen above, 


more than 50, the company confines its wholesaling ac- 
tivity to the same territory as 25 years ago—northern 
West Virginia and western Maryland, Industrial pro- 
gress and business development in that region have been 
paralled by the growth of the Fairmont Supply Com- 
pany. Today it has a two story office building, a large 
building for storage as well as other warehouse space in 
place of the original location in three warehouse build- 
ings. 

Partially as an outgrowth from the mining machinery 
business, and to supply the diversified industry of its ter- 
ritory, the Fairmont Supply Company handles along 
with its complete electrical line, industrial supplies for 
the mine, mill, building and plumbing fields, 


More Than One 25th Anniversary 
For These Louisville Wholesalers 


J. J. RYAN Electric Co., Louisville, Kt. 


OWN in Louisville, Kentucky, there are two more 
25th Anniversaries being celebrated this year. 
When Jobber’s Salesman was making its debut in 

1920, so was the electrical wholesaling firm of Joseph J. 
and Charles J. Ryan, brothers. And in that same year 
Louis D. Coady took to the altar Miss Marguerite 
Ryan, sister of the Ryan brothers. This latter couple 
today runs the electrical wholesaling concern as co- 
owners because Charles Ryan died in 1930, and after 
Joseph Ryan passed away in 1943, the business went to 
the sole heir, Mrs. Coady, the former Miss Ryan, whose 
husband had been sales manager of the company for 
twenty years. 

Between 1915 and 1920 Joseph Ryan had been trad- 
ing in electrical merchandise and acted as factory repre- 
sentative for several lines, but it was in 1920 that he and 
his brother started in the wholesaling business. In a 
short time a warehouse was obtained and a number of 
electrical product lines were added. The company 
branched out to cover not only Louisville, but all of 
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During the first year of business for the J. J. Ryan Electric 
Company, the Ryan brothers, Charles and Joseph, had this 
photograph taken of their original location, This 1920 store has 
developed into a business with 12,000 square feet. 





Jefferson County, New Albany, Ind., and Jeffersonville, 
Ind. 

Three salesmen are now employed on the outside and 
one for the counter. The company has 12,000 square feet 
of floor space. Its lines include electrical supplies, radio 
sets, residential fixtures and industrial lighting equip- 
ment. 


25-Year Career Encourages Expansion 
For Upper New York State Wholesaler 


Peter Simmons, West Valley, New York 


FTER twenty-five years of experience in the 
electrical wholesaling business, Peter Simmons, 
founder and present owner of the Peter Simmons 

Company of West Valley, N. Y., believes that sales 
opportunities in this line of business in the post-war 
period will be greatly increased and for that reason he 
intends—postwar—to put more salesmen on the road, to 
cover more territory than is already covered (which is 
the Cattaraugus and Erie County), carry more lines, add 
two new delivery trucks and spend aproximately $3,000 
for new office machines and equipment. 


Ignition Repairer To Yacht Captain 
Finds He Really Excels As Wholesaler 


D'Elia Electric Co., Inc., Bridgeport Conn. 


N all wholesalers’ lives there are oddities and here 
and there a paradox. In the case of Charles A. 
D’Elia, president of D’Elia Electric Company, Inc., 

Bridgeport, Conn., we have the story of a man who got 
into the wholesaling business by repairing auto ignition 
systems and who made out so well in wholesaling that 
during the current war he has been commander of his 
own yacht, the “Pomano,”’ sailing it in anti-submarine 
patrol as a unit of the Coast Guard. 
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Of course, it wasn’t just as easy as it sounds, and that 
start in the auto ignition business was back in 1917. 
Three years later he started distributing Atwater Kent 
ignition systems. This start in wholesaling led him to 
expand and his contact with the Atwater Kent concern 
resulted in his taking on that company’s line of radio sets 
when they were first put on the market, Mr. D’Elia 
held this franchise for 14 years. 

During the years he built up a full line of appliances, 
radio parts and radio tubes. Today those lines are sup- 
plemented by electronic parts, and the appliance line in- 
cludes such names as Emerson radios, ABC washers and 
ironers, Estate electric ranges, American Central kitchen 
equipment, and Sunbeam appliances. These products are 
handled by 7 salesmen who cover Connecticut and 
Southern Massachusetts. Ralph Colla manages the elec- 
trical department and W., C. Lannon is general manager. 

Although the company has 22,000 square feet of floor 
space, Mr, D’Elia reports that the company’s post-war 
plans include the acquisition of more floor space and the 
expenditure of nearly $20,000 on improvements. 


Brothers Convert Motor Repair Shop 
Into Successful Wholesaling Business 


Hunter Brothers, Inc., Fayetteville, N. C. 


HE Hunter Brothers picked up some broadening 
experience in the electrical field before they settled 
down to be exclusively electrical wholesalers. They 
went into business first in 1920 by buying the retail elec- 
trical department of a motor company—only 500 square 
feet of floor space, but it was the beginning of a success- 
ful brother-partnership by which more than two decades 
of successful business operation has been recorded. 
By 1926, T. M. and W. L. Hunter had taken on 
their first wholesale account, the Philco “Socket Power,” 
a connection which has lasted to the present time as the 





HUNTER 


BROTHERS 


The present-day building of Hunter Brothers, Inc., Fayetteville, 
N.C., was erected in 1935, 
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Hunter brothers are even now distributors for the Philco 
appliance line. 

A good electrical contracting business had been built 
up and was continued until 1935 when the company de- 
cided to concentrate on the electrical wholesaling field, 
supplemented by a retail store. The business was in- 
corporated in that year and established in a new build- 
ing built by the brothers. 

As an exclusive wholesaler the company expanded its 
electrical lines until included were wiring devices, line 
materials, fans, appliances, fixtures, oil burning equip- 
ment, radio, refrigeration, etc. The new building pro- 
vided 10,000 square feet of floor space, but according to 
T. M. Hunter, this is not enough for postwar, so as soon 
as building conditions permit, another 10,000 square feet 
of warehousing space will be added. 

In 1941, W. L. Hunter died. T. M. Hunter bought 
out his brother’s interest and now operates the company 
as president. Josephine Hunter is vice-president and 
Agnes M. Purdie, secretary. The concern distributes 
through Hoke, Cumberland, Sampson, Robeson, Bladen 
and Columbus counties, using three salesmen outside and 
three at the counter, 


Developing Adequate Facilities Aided 
Success of Revere Electric Supply Co. 
Revere Electric Supply Co., Chicago, Ill. 
NE of the key points in the success of the 25-year 
old Revere Electric Supply Company, has been its 
ability to give prompt, adequate and efficient serv- 
ice to its customers in Chicago and an 80-mile radius. 
Being able to give this service is due to the early realiza- 





tion of the founders, F, R. Eiseman and Van N. 
Marker, that good office and warehouse facilities must 
back up the efforts of the salesmen and the management. 

Consequently, when the company was five years old 
and volume had increased to the point where expansion 
was necessary, Revere Electric Supply was moved into 
a building that had 30,000 square feet of space avail- 
able for the company’s operations, Before the move was 
made, however, every detail to expedite the speedy hand- 
ling of merchandise was planned and carried out. This 
was done so well that very little change has had to be 
made during the past twenty years, 

Van Marker had been associated with the Adams 
Bagnall Company of Cleveland as western district rep- 
resentative, and Fred R. Eiseman had been with the 
Electric Appliance Company of Chicago for fifteen years 
when these two men decided to enter the electrical 
wholesaling business in 1920, They took a building with 
10,000 square feet for their first location, Within thrée 
years business had more than tripled and additional 
warehouse space was obtained in several adjoining 
buildings, 

During the years preceding the present war, Revere 
Electric developed its business largely from electrical 
contractors, appliance dealers, industrials and large of- 
fice buildings. During the war, the company has been 
serving many large government projects in the Chicago 
area, 

In 1928 Revere Electric Supply engaged in the manu- 
facture of lighting equipment chiefly for gas stations, 
producing its own patented hinge-type floodlight pole. 
This business grew until it was organized as a separate 
company, the Revere Electric Manufacturing Company. 
In January 1944, the manufacturing business and the 
wholesaling business severed relationship, with Mr. 
Eiseman becoming owner and president of the supply 
company, and Mr. Marker becoming president and sole 
owner of the manufacturing business. 
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The Revere Electric Supply Company 
was founded in this building in 1920. 
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The present headquarters of Revere show that the company was very farsighted in 
planning its facilities as an electrical wholesaler, 
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One-Man Wholesaling Concern Expands 
During Quarter Century To Staff Of 40 








James P. Vinson, president and gen- 
eral manager of Electric Supply Com- 
pany, St. Paul, Minn., celebrates his 
25th anniversary as a wholesaler along 
with the firm he founded. 











Electric Supply Co., St. Paul, Minn. 
Mi: a wholesaling house had a similar start, but 


in these days when wholesalers are considering 

their internal organization, size of sales staffs; 
assignment of territories, adding new lines and new de- 
partments, enlarging warehousing and shipping facilities, 
it is interesting to look back 25 years, as James P. Vin- 
son can, and recall when all those functions, including 
purchasing, wrapping packages and keeping books at 
Electric Supply Company, St. Paul, Minn., was done by 
Vinson and his partner, R. P. Young, aided by one 
stenographer. 

That was the entire staff in 1920 when Vinson and 
Young started their electrical wholesaling business to 
serve customers throughout the state of Minnesota. 

The Electric Supply Company still has its headquar- 
ters in St. Paul, but now it has a sales territory that in- 
cludes all of Minnesota and North Dakota, parts. of 
South Dakota and Wisconsin, and the eastern section of 
Montana. It no longer needs to have its president and 
general manager, Mr, Vinson, wrapping packages for a 
peace-time staff of between 30 and 40 handles all these 
and the rest of the wholesaling functions efficiently, and 
in his management of the concern Mr. Vinson is aided 
by Hart S. Anderson, vice-president, L. L. Hughes, 
treasurer and credit manager, and C, L. Peterson, sec- 
retary and purchasing agent. 

Out in the field, five salesmen represent the Electric 
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Supply Company and these men are supplemented by 
three counter salesmen. More than 24,000 square feet 
of floor space is available. Although post-war plans are 
not yet completed, it is expected that the company will 
be spending up to $12,000 for improvements. 


Started Supplying Lighting Fixtures 
To Pittsburgh Quarter-Century Ago 
Allied Electric Supply Co., Pittsburgh, Pa. 

Ae coinis organized the Allied Electric Supply 


Co. in 1920 at Pittsburgh, Pa. to wholesale and 
© retail lighting fixtures and supplies, In 1941 the 
company moved into a large six-story building which 
provided 20,000 square feet of space that was devoted 
to electrical supplies, commercial and residential lighting 
fixtures and domestic appliances. Allied Electric today 
covers western Pennsylvania, West Virginia and eastern 
Ohio and has 8 salesmen. 


Three Brothers Had Contracting Career 
Before Founding Wholesaling Concern 
Schaedler Brothers, Harrisburg, Pa. 

Tw three Schaedler brothers, Andrew, Harry and 


William took a fling at electrical contracting in 
Philadelphia and vicinity before they decided to 
settle down in Harrisburg, where they now have rounded 
out a quarter-century of successful electrical wholesaling. 
However when they moved into the 2nd and 3rd 
floors of a building in Harrisburg in 1920 they weren't 
as yet quite ready to concentrate on wholesaling. The 
demand for lighting fixtures was very large at that time 
and so they helped to fill it by manufacturing these fix- 
tures in conjunction with their newly-developed supply 
business, 

After eight years they discontinued manufacturing 
to concentrate all their efforts on the wholesaling opera- 
tion. After the second year at Harrisburg their business 
had outgrown the two-floor location and had been moved 
into more suitable quarters. Today the brothers own 
this building and have made many improvements through 
the years, The fixture display room has been renovated 
completely. Walls and ceilings are covered with wall- 
board. Build-outs are used effectively for the display of 
wall fixtures, with each fixture wired with its own 
switch. 

To improve warehousing and shipping service, the 
Schaedler brothers put in a complete installation of steel 
stock bins several years ago, replacing the original wood- 
en bins that had been made when the company opened 
at this location 23 years ago. 

Besides the brothers, who operate the wholesaling con- 
cern as a partnership, the company has one salesman 
outside and two at the counter. The territory includes 
Harrisburg and a 50-mile radius. With a new rear sec- 
tion of the building now in use, the company has 45,000 
square feet of floor space, 
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When the CAMERA CLICKED at a memorabli 


Jobber’s Meeting at Magara Falls in 190 
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(Corrections of this list, or names of those 
not identified, are invited.) 

l. ???P. 2. PPP. 3. Bill Irish. 4. Nate 
Harvey. 5. Tonkin of Ansonia. 6. A. T. 
Clark. 7. Tom Cluley. 8 A. L. Eustice. 
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63. W. A. Royce. 64. Charles Avery. 65. 
???P. 66. Frank Bryant. 67. ???. 68. F. S. 
Baldwin. 69. Louis Schwaub. 70. Mart 
Morris. 71. Hayes Murphy. 72. Harry 
Adams. 73.Whitman or Henry L. Walker. 
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9. W. W. Merrill. 10. L. W. Kittman, 11. 
Al Holstrom, 12, Frank Watts. 13. William 
Ablay. 14. Archie McKay. 15. Ben Scran- 
ton. 16. Hall. 17. Bob Kulen. 18. Chris 
Litcher. 19, Andy Carrigan. 20. Ned Grier. 
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74. W. H. Kuhlman. 75. W. G. Adams. 76. 
Edgar of Elec. Gas Ltg. Co., Boston. 77. 
Turner. 78. Markel. 79. Masterson. 80. Rice 
Worthington. 81. Duclos. 

82. E. K. Patton. 83. E. S. Holmes. 84. 
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21. Billy Matthews. 


25. Jack McNaughton. 26. Geo. Patterson. 
27. Harry Dyer. 28. Judge Deverboise. 29. 
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22.Tenney. 23. ???. 24. Dick Wildaur. 


Maybe Cushing of Roebling. 30. Hy Green. 
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?? P. 85. George Johnson. 86. Martin Wolf. 
87. A. W. Hills. 88. John Esterbrook. 89. 
Brown (M.B.A.). 90. Cotabish. 91. Eddie 
Rockefellow. 92. Holland. 93. Charles 
Crowfoot. 94, Vic Despard, 95, C. E. Cor- 





Trcoeers of the thoughtfulness of two genuine We extend our sincere thanks to Mr. W. E. Stephen- 


pioneers of the electrical distribution industry, we son, treasurer of Sterling Electric Company, Minneapolis, 

are able to produce here a photograph of unusual Minn., (#109 in the picture) for having placed this 
interest. It shows those who attended a meeting of the photograph in our hands and we express our appreciation 
old Electrical Supply Jobbers Association, held at the to Fred Vose, who was for many years the guiding hand 
Clifton House, Niagara Falls, N. Y., either during 1907 of the Electrical Credit Association, for suggesting that 
or 1908, course.— I'he Editor. 
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31. Sam Cramer. 32. Walter Bissel. 33. Keeler. 43. Art McGivern. 44. Appleton. rence (Denver). 54. John Cooper. 55. W. R. 

Frank Ketchum. 34. Lloyd W. Woolly. 35. 45. Geo, Cullinan. 46. Bob Edwards. 47. Herstein. 56. J. B. Terry. 57. Sylvester 

Jim Olson. 36. Scribner. 37. Shy Morris. Russ Holibard. 48. Pete Klees. 49. Al —_ Agens. 58. Phil Rutter. 59. George Beatty. 

38. Geo. Knott. 39. P??. roe. 50. Charles Harding. 60. Hochhausen. 61. Graham (Washington, 
40. Julian Binford. 41, ??. 42. Lon 51. Bill Doherty. 52. Bill Smith. 53. hen, D. C.). 62. Bill Adams. 
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rigan. 96. Frank Barrington. Graw. 106. Earl Williams. 107. H. L.  haupt. 114. Louis Grieser. 115. A. C. FP. 

97. Charles White. 98. E. G. Bernard. Everest. Kelleher. 116. Ed Kulas, 117. Chas. David- 
99. Geo. Searing. 100. Fred Fullerton. 101. 108.Ham Sutter. 109. W. E. Stephenson. son. 118, Duclos. 119. Dan Hemingray of 
C. P. Hill. 102. Colonel Nash. 103. B. B. 110. Tom Crier. 111. McLain or Smith of the Hemingray Glass Company. 


Downs, 104, Mort Wheeler, 105, Max Mce Hubbell Co. 112, Jim Morey, 113, Mocken- 
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Salesmen’s Fox-hole Lales 
From the Wholesaler’s Battle Front 





Wholesaler Without 
“War Baby” Industrials 
Sells to “War Orphans” 


SCRANTON, PA.—Lack of large 
war plants in his city didn’t phase one 
wholesaler. By keeping his eyes open, 
cooperating with local organizations, 
and through just plain good selling, 
he found a profitable business among 
the “war orphan’”’ factories that were 
escaping the manpower-shortage areas. 

Close cooperation between the 
Scranton (Pa.) Electric Supply Com- 
pany and the local realtors, the 
Chamber of Commerce, and elec- 
trical contractors, brought this whole- 
saling house in “on the ground floor” 
when, early in the war program, many 
small industries moved to Scranton 
where the labor situation was not 
critical, 

These “war orphans,” mostly small 
concerns in the needlework trade that 
were escaping from the critical areas 
of other states, came to Scranton and 
set up their shops in the suburban 
sections where it would. be easier to re- 
cruit housewife labor for work on 
gloves, handbags, other women’s wear. 





Monroe Wimmer sold the 
“War Orphans” 


96 


Monroe Wimmer of Scranton Elec- 
tric Supply, says that these small con- 
cerns were good markets for wiring 
materials, fluorescent lighting and mo- 
tor controls, Some orders for fluores- 
cent fixtures ran up to 200 units, some 
as few as 30 units. Most installations 
were for 200 to 400 amp service, he 
said, 

Following the initial installations, 
maintenance, repair and _ operation 
business has continued to come to this 
wholesaler, making up to some extent 
the dwindling of peace-time civilian 
business. 


Sell the Farmers on 
Utility, Not Gadgets, 
To Get More Business 


PHOENIX, ARIZ. — Salesmen 
who are making their plans to mer- 
chandise appliances to the post-war 
rural market will do well to put their 
selling emphasis on the utility features 
of the appliance and overlook the 
chrome gadgets, according to Frank G. 
Waite, branch manager for Westing- 
house Electric Supply Co. at Phoenix, 
Arizona, in an interview with a 
WHOLESALER’S SALESMAN reporter. 
Better still, he said, try whenever pos- 
sible to merchandise the stripped mod- 
els, or the special farm models if 
available. 

Farmers have an inherent suspicion 
of gadgets, fancy designs, or anything 
else which they think has been put on 
the product to pretty it up for the 
city market, and which they believe 
increases the cost to them, Mr. Waite 
said. Because the farmers are pro- 
ducers as well as consumers, they are 
much more interested in the useful- 
ness of the product, its long life and 
low upkeep, and the relation of this 
to the original price. 

Mr, Waite’s branch distributed ap- 
pliances before the war through the 





Frank G. Waite, Wesco-Phoenix 


farming region of the Salt River Ir- 
rigation Project, a prosperous agricul- 
tural and cattle area developed from 
what once was barren land. Most of 
the region is well electrified with 100- 
horsepower pumping units used to 


flood the fields. 


Asks Manufacturers 
For Better Packaging to 


Help Salesman Sell More 
OAKLAND, CALIF. — “Some- 


times the planning of the manufac- 
turer and the efforts of the whole- 
saler’s salesman can be coordinated 
perfectly by such a simple thing as 
the package of the merchandise,” said 
C. W. Martin of the Gilson Supply 
Co., Oakland, Calif, 

“T have in mind that small but very 
practical device of Thomas & Betts 
called the ‘Sta-Kon’ pressure terminal. 
As most everyone knows, this is a 
solderless terminal for electric wires, 
highly conductive, which makes an ap- 
proved, permanent connection with 
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ease and speed. There are seven sizes, 
and a small hand tool is sold with 
them for making the pressure applica- 
tion, 

“As originally put out, the ‘Sta- 
Kons’ came in standard packages of a 
thousand. While this is not a particu- 
larly expensive device, the thousand 
package put it strictly on the ‘produc- 
tion use’ class. Only the large indus- 
trials with particular requirements 
would say: ‘Give me a thousand’ of 
this size and that. As a consequence, 
salesmen then 
against the alternative of pushing it 
only to a few of the largest users, or, 
if they wished to present it to the far 
greater number who might use a hun- 
dred of one or more sizes, the pack- 
age would have to be opened and a 
hundred counted out and put in a 
paper sack for the customer. This took 
time, and the small customer got the 
product in inconvenient form. 

“Then, recently, T. & B. put the 
product out in really practicable form 
—small paper boxes attractively de- 
signed, with sliding inner box so that 
the contents would not spill. All these 
paper-box containers are of uniform 
size to go neatly into stock. The num- 


wholesaler’s were up 








C.W. Martin Wants Better Packaging 


ber of terminals in a box varies with 
the size, 100 of the smallest, 50, 25, 
20, and down to 10 of the largest. 

“Now, all the salesman has to do 
to present this to every class of cus- 
tomer is to take one of the boxes, a 
single connector in his vest pocket and 
one of the small tools. He is then 
prepared to do a sampling and demon- 
stration job and sell anybody and 
everybody, regardless of sizes and 
quantities desired.” 


“Get Out and Sell,” 
Is Salesman’s Advice 
As War Orders Slacken 


“While we have been goodwill am- 
bassadors for several years,”’ says Geo. 
Langevin, salesman for the Electric 
Corp., San Francisco, (right) “it has 
become very noticeable in the last 60 
days that we must again get out and 
begin to sell. Time was when we 
could do a good day’s work in the 





office by giving technical and other in- 
formation over the phone. Now, those 
calls have dropped off 50 percent. The 
supersized orders have ‘passed out.’ 
Customers are now buying conserva- 
tively and not grabbing everything in 
sight. One reason is that the ship- 
yards and defense plants are now 
compelled to shop around among the 
surplus stocks before going into the 
market. To the salesman, all this is 
which T. A. 
Cable Corp. 


a welcome change,” to 


McDonnell, General 


(left) seems to agree, 





Wholesaler’s Salesman Langevin, right, and General Cable’s McDonnell, left. 





Trial Installation 
Sells Customers on 
Fluorescents’ Low Heat 


The Edw. Hyman Co. of San 
Francisco, manufacturer of uniforms 
and industrial garments, had twenty 
18-in, standard dome reflectors, each 
with a 300-watt bulb, in the service 
room. The heat was terrific. Then J. 
R, Calder, of the J. R. Calder Co. 


got after them on fluorescents, They 


were not easy to sell for the owner 
could not believe that his high-power 
units could be much improved upon. 
But he finally agreed to a trial instal- 
lation of three fluorescents, the result 
to be left solely to the operatives. The 
vote was so overwhelmingly in favor 
of them that the complete installation 
here shown was made, It is all a two 
40-watt job, of Leader Mfg. Co. 
units, 24 in all. Production has been 
increased and the general health of 
the operatives greatly improved, with 
less lay-offs. 





Cool fluorescent units sold themselves here. 
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SCREW DRIVERS 
AND MALLETS 


200 Sizes and Styles e @e LATEST 
ADDITIONS TO 
OUR LINE---:--: 


* Here are just a few of the many new items 
added to THE AUSTIN LINE—THE COM- 
PLETE LINE. Many more will follow. Our aim 
is to give the Electrical Wholesaler the finest 
tools and the best electrical wiring products 
with which to do a better selling job with a 
POULTRY HOUSE greater profit. 
TIMING CONTROL The AUSTIN name is well known to Elec- 
trical Wholesalers. They have sold AUSTIN 
products consistently and with success for 
industrial and commercial installations. To 
this we have added a most complete line of 
AUSTIN wiring products for rural electrifi- 
cation or farm installations. 

AUSTIN products are ready and will fill 
peouatt the bill completely—line up now with AUSTIN 

—— ee —get familiar with our line—send 
png for complete catalog today. 

















WEATHERPROOF 
YARDLIGHTS 








ELECTRIC FENCE 
CONTROLLERS 





REEL ROLLER 
(PATENT PENDING) 


FRICTION AND RUBBER TAPE 
THE M. B. AU Tl N (SPLICING COMPOUND) 
108-116 S. DESPLAINES ST. CHICAGO 6, 
itil nes 
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Selling Lumens Not Watts 
Paves the Way for Sale 
Of Better Lighting 


Customers, even in this day, are 
prone to think of lighting in terms 
of watts, according to C. W. Mar- 
tin, Gilson Supply Co., Oakland, 
Calif., who tells this story from his 
own experiences. 

If left to their own resources, they 
are apt as not to enter upon a contract 
based upon the old conception of put- 
ting such and such wattage fixtures 
on about such and such centers with 
little regard to how much light they 
are going to get at the place where it 
is needed ; and as to glare, just hoping 
that there will not be too much. It 
is up to the wholesaler’s salesman, 
therefore, to educate the users of light 
into thinking in lumens. 

For example, we recently had an in- 
dustrial customer who had built new 
offices and drafting room. Some watt- 
minded party had already “engi- 
neered”’ his lighting system, and plans 
had been drawn, As an after-thought, 
he turned the plans over to us for 
routine check and asked us to make 
any suggestions we could think of. 

Study of the plans showed several 
outstanding faults, First, the system 
figured upon would provide only 
about 20 to 25 foot candles. Next, 
the wiring would carry just about 
that and no more. Any attempt later 
on to keep pace with increasing mod- 
ern demands for higher intensity 
would mean not only new fixtures 
but new wiring. Finally, there were 
only a few plug outlets provided for 
along the walls, whereas, there were 
many desks in the middle of the room 
where electrically operated office 
equipment would be required, calling 
definitely for a system of floor outlets, 
the wiring for which should go along 
with that for the lighting. 

After studying these plans and go- 
ing over his problem from every 
standpoint, it became evident that 
there were three methods, only, that 
should be given consideration: (1) 
Cold Cathode. (2) Hot cathode in 
series. (3) Hot cathode in multiple. 

Having simmered the problem 
down that far, and with the lamp 
manufacturer cooperating, it was de- 
cided to recommend to the customer 
that he reconsider his whole plan of 
lighting and base it on the following 





BASIS OF 50 FOOT CANDLES 
Hot Cathode | 


Hot Cathode 
| Costs 











| 


Maintenance cost | 
over 2-year 
period, including 
replacement of 
tubes 








Cold Cathode Costs (multiple) Costs | (series) 
Amount of tubing | Present com- | Commercial fix. 
required in fix- mercial fixture | ture cost, in- | 
ture form cost cluding special | 

transformers 
Auxiliary equip- Maintenance | Maintenance | 
ment required cost over cost over 
2-year period, | 2-year period, | 
including tube including tube 
replacement replacement 
Power to 
operate Power to Power to 
operate operate 














factors, which I outlined to him. 

(1) A system providing for 50 foot 
candles instead of 25 as more in line 
with modern lighting adequacy. 

(2) Maintenance of fixtures 

(3) Cost of operation 

(4) Supplemental lighting for the 
drafting room 

(5) Floor outlets, including tele- 
phone floor plug outlets at places con- 
venient to the office equipment (based 
on Walker under-floor duct providing 
outlets wherever needed, and also pro- 
viding for future additions to office 
desk and mechanical equipment). 

In other words, the whole plan was 
brought up in line with modern re- 
quirements for adequate wiring and 
adequate lighting. 

Having gone this far, we had 
pretty well settled in our own minds 
what he needed in the way of illu- 
mination; namely, the hot cathode 
system in series. The thing to do now 
was to present the customer with a 
logical plan that he could visualize. 
You can’t just stand and toss hot and 
cold cathodes and lumens at a cus- 
tomer and expect to get anywhere 
when he has been brought up on 
good old watts. 

Therefore, I decided to tabulate 
the findings connected with the three 
systems and present them in written 
form, so that he could make a choice, 
though our final recommendation, as 
said before, was going to be the hot 
cathode in series. But by giving the 
three in a form that he could study 
himself, we would be giving him the 
benefit of ascertaining that there was 
more to the solution of a lighting 
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problem than just hanging up a num- 
ber of lighting fixtures. 

In preparing the chart which was 
presented to him, much of the basic 
information was secured from some 
figures on the subject compiled in a 
recent issue of Electrical World. 

The final chart prepared and sub- 
mitted was about like this; on which 
we inserted the cost figures before 
presenting it to him. 

In the case of this customer, the 
cathode in series, all things consid- 
ered, turned out to be the most prac- 
ticable. But the customer was given 
an opportunity to make comparisons 
and determine for himself, a fact that 
he really appreciated, and which un- 
doubtedly affected his 
where to place the order, 


decision on 


Southern Wholesaler 
Sees Post-War Demand 
For Window Fans 


NEW ORLEANS, LA.—Window 
fans are really going to be big post- 
war sellers for electrical wholesalers, 
according to Lawrence Himel, presi- 
dent of Eaco, Inc., electrical supply 
house in New Orleans, who had been 
putting emphasis on the sale of these 
fans before the war stopped the sup- 
ply. 

Window fans of the type that can 
be placed in the frame of an open 
window to exhaust air from the room, 
are going to get from the people in 
apartments and rented houses the 
business that can’t go to attic fans, 
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LIGHTING PRODUCTS INC. 
ONE MAN INSTALLATION 


Hinged Reflector simplifies fixture hanging to 
one man where the ordinary fixture requires 
two. The housing which contains all electrical 
equipment, is first hung in the desired posi- 
tion. Reflector is then hooked on housing as 
shown in above illustration —This relieves per- 
son of holding up the entire weight of Metal 
Reflector. When units are mounted in contin- 
uous runs any unit Reflector may be swung 
independently of the others. 


FLUORESCEN, 


ABOR SAVING INSTALLATION 
D MAINTENANCE FEATURES... 


g specifications, the new all-metal—all-feature No. 125-A with con- 
ventional type ballasts and the No. 130-A furnished with instant 
start ballasts, combine design features not to be found in any other 
industrial fluorescent fixture. 


Not only are these units outstanding in utility design—but are con- 
structed to give longer life and to deliver more high intensity effec- 
tive illumination to the lighting plane. 


Following are the features that make these leading luminaires — 


Patented “One Man Installation”—Designed for any type of hang- 
ing, including continuous runs—Metal drop ends for socket protec- 
tion—Separate starters on conventional type units—Third lamp may 
be added later on two lamp units—Knockouts in ends for pull chain 
switches—Twice fired baked enamel reflectors—All units die formed 
and electrically welded—Underwriters approved. 


The Instant Start Series No. 130-A can be operated on uneven volt- 
ages and at low temperatures. This type of fixture requires no 
starters and turns on and off like an incandescent fixture. Its trans- 
former is guaranteed for a full year against defects. 


LIGHTING PRODUCTS, INC. 


HIGHLAND PARK, ILLINOIS 
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Lawrence Himel Promotes Window Fans 


Mr. Himel believes. He sees also a 
market for these fans among the own- 
ers of lower cost homes who can’t 
afford the extra cost of the attic fan 
plus the installation cost. 

Mr. Himel has found several points 
that were effective in merchandising 
these fans. For example, although the 
window fan does not have the power 
to compete with an attic fan in draw- 
ing air from an entire house at one 
time, the window fan is portable and 
can be set up easily in the window 
of whatever room is being used at the 
time. 


“Wholesale Only” Policy 
Builds Dealer Business, 
Holds Contractors’ Trade 


FRESNO, CALIF.—“In this area 
in central California we as wholesal- 
ers place great emphasis on the elec- 
trical contractor and dealer as our 
main outlet,” said Don Hopkins, 
manager of the Incandescent Supply 
Corp., Fresno. “This has been the 
same policy in wartimes as in normal 
times, The electrical contractor has 
always done an outstanding job in 
servicing the principal industrials in 
this territory, which are largely food 
processing plants, wineries, shops, etc., 
in what is primarily an agricultural 
area. While we have no large war in- 
dustries here, there are various sub- 
contractors on production of war ma- 
terials and a large increase in business 
among the other industries serving 
the essential processing plants. 

“However, we do not seek the in- 
dustrial plant trade direct, and have 


not done so in the past. The indus- 
trial plant buys its materials through 
the contractor doing the work. If such 
a plant calls us to place an order, the 
plant is either referred to some elec- 
trical contractor or a contractor’s or- 
der number is obtained. Almost all 
calls that we make upon the indus- 
trials are in company with the con- 
tractor, 

“Similarly, we stay very close to 
the electrical dealer when it comes to 
merchandise lines, This presented 
somewhat of a problem when the 
dribble of electric flatirons came 
through recently. Altogether, we got 
about 60 for this office. Manifestly, it 
was not posible to take care of all our 
dealers with even one or two each, 
much less with any number really 
worthwhile for the dealer. 

“In that situation, right or wrong, 
we acted on the theory that the larg- 


est dealers in the large centers would 
have more ‘contacts’ of one kind and 
another than would the small dealer 
in the small town. So we tried as best 
we could to spread the few among 
these small-town dealers. 

“Even at that, they did not spread 
far enough to give everyone a chance. 
So we went a step farther by writing 
all the small dealers who did not get 
any that we could not take care of 
them at the moment but would do so 
as soon as a supply became available 
again, and that we would let them 
know. 

“This was done because we have 
learned that seeming utter neglect 
makes the small dealer feel worse than 
to be remembered with a letter telling 
him that he can’t have something right 
at the time. He will forgive and over- 
look almost anything these times but 
being wholly forgotten.” 





Service Engineer Solves 
This Production Problem 


Being a service engineer for an 
electrical wholesaler involves all sorts 
of problems where ingenuity on the 
part of the engineer can speed up war 
production. liere’s an example where 
R, E. Lang, now with the armed 
forces, when with the Eoff Electric 
Co., Salem, Ore., aided the Keith 
Brown Building Supply Co., manu- 
facturer of pre-fabricated houses, 

With the superintendent of that 
plant, he designed a multiple drill in- 
stallation and furnished the electrical 
equipment. As the photograph shows, 
12 holes are bored through a 4 by 6 
in less than a‘minute, Three men and 
one woman working on this press 


bore 800 holes per hour. Before it was 
built it would take one man approxi- 
mately a minute to bore one hole, or 
at the rate of 240 holes per hour for 
four men, 

There are twelve 1-H.P. motors 
set vertically, each driving an auger. 
These are of two sizes, eight being 
¥%4” and four 4”. The motors are 
mounted on I-beams, each motor hav- 
ing its own switching equipment 
mounted on the wall back of the 
press and connected by means of flexi- 
ble insulated conductors. The I-beams 
carrying the motors are raised and 
lowered manually by means of levers. 
They could be power operated through 
the agency of a clutch, but that would 
have meant delay in securing the nec- 
essary equipment. 





R. E. Lang helped design this multiple drill, 
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New DWECH Clothless 







COFFEE FILTER 


Pat. Pend. 














LAST CHANCE! 
Special INTRODUCTORY 


Brilliant S 
* 
yi cotor | BONUS OFFER: 
DISPLAY- You get a bonus of one DUTCH Filter 
GV with each 1] that you buy. At 40%, off 

>) ——————] 

wets . wien | vuten [Bute DISPENSER list, you pay $9.90 per case of 3 dozen. 
mo paces: Qa —— ar You retail them for $18.00, earning 

— a generous ... 


set («Yue ) 45% PROFIT! 








The Modern Practical Clothless Filter 
* SPARKLING CHINA 


DYNAMIC PROMOTION! 


1. Full-color COUNTER DISPLAY-DISPENSER! ... Virtually unbreakable! 


2. Free window banners! 


*% SIMPLE, EFFICIENT 
. no cloth or paper! 


* SNAPS IN EASILY 
. can’t fall out! 


» Free consumer literature! 























GIANT NATIONAL 
AD CAMPAIGN! 


Life, Liberty, Ladies’ Home 
Journal, American Weekly, 
Women'sHomeCompanion, 
American Magazine, Cos- 
mopolitan, American Home, 
Country Gentleman, Mod- 
ern Screen, Modern Ro- 
mances, Screen Romances, t ‘ ing,,, 
True Confessions, Motion ee Tey ee a 
Picture, Movie Story Maga- is } Pe. 

zine, Real Story, Movie- 
land, Real Romances, 





HILL-SHAW COMPANY, Executive Offices: 311 North Desplaines Street, Chicago 6, Illinois + Sales offices in principal cities 
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News Notes From NEW.A. 


By Alfred Byers, Secretary 


National Electrical Wholesalers Association 











N.E.W.A. CONVENTION CANCELLED 


Announcement of the cancellation 
of N.E.W.A.’s 37th Annual Conven- 
tion at Chicago this April was made 
by Managing Director Pyle immedi- 
ately upon publication of War Mobil- 
ization Director Byrnes’ “request,” 
early last month, that all groups con- 
sider such action. This voluntary co- 
operation with Director Byrnes’ re- 
quest is another instance of N.E.W.A.’s 
wholehearted willingness to give ev- 
ery possible aid to our government in 
its stupendous war-time effort. Several 
important contributions to the war 
program are on record to the Associa- 
tion’s credit and gratification. 

Cancellation of the April Conven- 
tion will require some major adjust- 
ments in some Association programs 
which were pointed toward the Chi- 
cago meeting. These are being studied 
closely by the Management and Ex- 
ecutive Committees and the Manag- 
ing Director. There is every indication 
that postponement of the Convention 
will serve to strengthen the immedi- 
ate activities being carried on by the 
Association and in no way will dimin- 
ish interest in, or adversely affect the 
Association and its various services 
and programs. 


MANAGEMENT COMMITTEE 
IN IMPORTANT MEETING 


A lengthy agenda claimed a full 
day’s attention of the Management 
Committee at its meeting at Associa- 
tion headquarters last month. Many 
matters vitally affecting N.E.W.A.’s 
operations in the immediate future 
were discussed As a result of the 
Committee’s actions plans which were 
disrupted because of the Convention’s 
cancellations were revised. 

Mangaging Director Pyle will ac- 
quaint the entire membership of these 
developments as they take place. 
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CHAIRMAN INGRAHAM ISSUES 
“REPORT OF PROGRESS" 


A comprehensive report of the prog- 
ress made by N.E.W.A.’s Appliance 
Division was issued by its Chairman, 
Mr. E. B. Ingraham last month. In 
his report Mr, Ingraham covered the 
division’s growth and development 
since its founding last April at Chi- 
cago. 

Mr. Ingraham’s report shows that 
during that short time, the Appliance 
Division has grown most materially in 
membership. It reveals also that the 
division’s committees have been very 
active and have accomplished several 
specific and valuable objectives. 

Copies of the report have been sent 
to all N.E.W.A. members and the 
trade press has reported on it for the 
benefit of non-Association readers, 


DIRECTOR HILL ON EXTENDED TRIP 


R. C. (Bob) Hill, director of Ap- 
pliance Division, N.E.W.A., made an 
extensive tour of the South last month. 
His itinerary included the following 
cities: 

Atlanta, Birmingham, New Or- 
leans, Knoxville, Louisville. 

At several places en route Mr. Hill 
spoke at informal luncheons attended 
by members and non-members of N.E. 
W.A. Mr. Hill’s remarks covered the 
growth and development of the Ap- 
pliance Division and an explanation 
of the work being carried on by its 
committees. 

The purpose of the luncheons, as 
well as the trip itself, was to acquaint 
all of the appliance distributors in the 
areas visited with the objectives and 
work of the Appliance Division and 
to solicit their membership in the 
Association. 

Mr. Hill reported an enthusiastic 
interest in N.E.W.A, throughout his 
trip. A number of new members are 





expected to be enrolled from the 
southern part of the country, a sec- 
tion which already has a large repre- 
sentation in N.E.W.A, 


COMMITTEE ACTIVITIES 


Much important industry and As- 
sociation work is at present in the 
hands of various committees of N.E. 
W.A. During recent months a num- 
ber of committees have held meetings. 
The discussion resulted in some valu- 
able programs which since have been 
followed up in detail. 

More of these committees met last 
month in order to accelerate the work 
of the Association in these directions. 
Prominent among the fields being cov- 
ered by N.E.W.A. committees is that 
of sales training. Generally believed to 
be the chief problem in post-war dis- 
tribution, this subject of sales training 
has been and is being studied closely 
by the Association and its committees. 


“"45 A HEADLINE YEAR FOR N.E.W.A." 
SAYS MANAGING DIRECTOR PYLE 


Speaking of the year ahead, Man- 
aging Director Charles G. Pyle, indi- 
cated last month that it would be a 
headline year for N.E.W.A. He fore- 
saw the Association concerning itself 
in a number of vital phases of dis- 
tributive problems in the fields of both 
supply materials and appliances. 

Mr. Pyle looked ahead to N.E. 
W.A.’s announcement of several com- 
pleted programs of real worth to the 
electrical industry and the public. He 
predicted also that new and broadened 
industry programs would call for the 
Association’s best thinking. With post- 
ponement of the annual convention he 
saw headquarters called upon to con- 
centrate its efforts to make even more 
valuable those services it provides con- 
stantly to all members. 





Take a look at these NEW 
SMITHCRAFT Commercial Units 


“Far ahead of anything in the field’”’ is what the authorities 


























say unhesitatingly after they have looked over this new line. 

These beautiful SMITHCRAFT Commercial Fixtures 
really are n-e-w . . . in conception, design and various mainte- 
nance angles. They are positively not ‘‘just another’’ embellish- 
ment of pre-war styles and thoughts. Finer architectural ap- 
pearance ... sturdy ... and with exclusive definite features 
which insure maximum light output and lowest possible in- 
stallation and maintenance costs. 


EASE OF INSTALLATION 


Completely equipped for either surface or pendant 
mounting, individually or in continuous rows, SMITH- 
CRAFT FIXTURES have that balanced construction 
and maximum utilization of steel which make them light 
to handle and easy to install. Your attention is espe- 
cially invited to the new exclusive Non-Turn Stem Lock 
which converts pendant mounting into a one-man job 

















j 
. and what a saving in time! ‘ 
I 
' 
\ 
t 
\ 
VISION c 
\ 
; Exclusive with 
——— SMITHCRAFT € 
OE am NON-TURN 
—wi==an STEM LOCK 
rT || Makes hanging a one-man job LIGHTING DIVISION | 
Slips on e Locks tight ———— 
No threads e No bolts e No Tools Chelsea, Mass. 
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Selling Electronic Products Needs 
(Food Warehousing. Store Plannin 


In the second and final installment of this important study of the dis- 


tribution of electronic products the author discusses store location, 


interior counter and warehouse space, stockroom arrangement, etc. 





(The first half of Mr. Butler's address 
was published in the January 1945 issue 
of WHOLESALER’S SALESMAN. Editor.) 


E have talked about your cus- 

tomer, your product lines, 

your inside sales personnel, and 
your outside sales force. Now how 
about your place of business. 

Is its location right, or can you find 
a better location? Check by studying 
location of competitors, reviewing 
parking facilities, asking customers 
about their most conveniently located 
supplier. 

Let’s look at the outside of the 
store—does it have a dirty front or a 
nice new front? Do you have good 
store identification or do you Jet peo- 
ple guess who you are, what business 
you are in, and what you have for 
sale. You aren’t like the fellow in the 
fish business who didn’t need outside 
store identification because people 
could smell it for two blocks. 

If you plan on redecorating your 
store front here are some ideas. 

Consider the newest store front 
treatment where you eliminate show 
windows, run the glass windows and 
doors clear to the sidewalk and make 
your store interior your window dis- 
play. Your builder can show you pic- 
tures of store fronts of this kind. The 
elimination of window platforms will 
give you more space for open display 
and help your store interior. 

If you can’t afford to redecorate, 
be sure you do the minimum essen- 
tials: Clean up front; clean windows 
and displays; and freshen up signs. 

Now, how about the inside of the 
store—your sales floor. Here again the 
kind of customers you propose to serve 


By Edward Butler* 


becomes the guide as to store layout. 

Those who have been very success- 
ful selling electronic supplies to ama- 
teurs tell us that they have found it 
desirable to separate that end of the 
business as much as possible from the 
dealer business, 

The amateur is buying for his own 
use, he likes to chin about new cir- 
cuits, discuss his new rig or improve- 
ments on the old one. He isn’t in 
your place for business, he’s there for 
pleasure. To be successful you must 
recognize that and be set up to serve 
him accordingly, For that reason, if 
possible have a separate entrance and 
counter for your amateur business—a 
ham shack, operated by a counter man 
who knows the ropes and knows how 
to keep these folks happy. It’s a busi- 
ness of itself. 

Now, how about the dealer and in- 
dustrial business. First, is there any 
one important fundamental trend in 
store merchandising which you should 
consider for your own sales floor, The 
answer is—‘‘Yes.” The trend is to- 
ward self selection. 

I suggest you refrain from saying 
“Tt can’t be done” until you have 
studied the facts. 

Remember that when self selection 
is proposed in any field, three objec- 
tions are raised immediately. They 
are: Loss due to breakage and shop 
wear ; loss due to theft; and too much 
space required, 
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Actually, the results of merchandis- 
ing tests in many lines do not support 
those contentions. If you are afraid of 
theft and breakage go to a large de- 
partment store and look at its china 
and glassware department. Get an eye 
full of two-hundred-dollar a dozen 
service plates and crystal stemware if 
you fear excessive breakage, shop 
wear, or theft. Then if you are still 
concerned about theft, go down to the 
book department, And if you're still 
doubtful, remember that the variety 
store—the dime store—is almost wholly 
on a-self selection basis. 

How about space requirements ? 
Well designed fixtures are economical 
on space. 

Here are key points to remember 
on open display: 

1. Display only the heavy demand 
items, 

2. Keep related merchandise close 
together. 

3. Mark sections with clear, easy 
to read signs. 

4. Show the product name, item 
and price on bins. 

5. Keep a sales counter where the 
customer can ask for slow moving 
items not on open display. 

Now we are ready to consider your 
warehouse operations —i.e. ordering, 
receiving, placing in stock, picking, 
packing, shipping and billing. 

They are a very large share of the 
total cost of your operations and un- 
less well handled they will not only 





*Manager, Marketing Division, 

P. R. Mallory & Co. 

From an address before the National Elec- 
tronic Distributors Association, 
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Are you 


prepared fo sell 


Seyler Products 


to these 


Profitable Markets? 


New R.E.A. Projects 

Rural Line Maintenance 
Power Company Construction 
Telephone Line Modernization 
Railroad Signal Systems 
Industrial Inter-Plant Lines 
Government Properties 

































IS SHOOTING AT 
TWO OBJECTIVES 


1. Supplying the needs of the military with 
vital war material 





2. Filling Wholesaler’s essential orders for 


THE SEYLER LINE 


OF POLE LINE HARDWARE 
AND CONSTRUCTION 
SPECIALTIES 


Yes, we know that’s a big assignment — but we've been 
doing it. Meanwhile Seyler Wholesalers are urged to 
prepare for the big opportunities ahead (REA'S 5/, 
billion dollar market, for example). Future announcements 
will provide examples of hard hitting Seyler messages 
appearing before the Wholesalers prime customers. And 
we will also have you meet, in these pages, our Field 
Sales Staff. They are ready now to work with the 
Wholesaler and his Salesmen. 


Backing this up! 


The big, easy to use Seyler catalog No. 43 lists a wide 
range of pole line hardware and construction specialties 
and contains other useful information. The listings are 
cross indexed by stock number and material to make it 
easy to find the part you need. 


WRITE FOR CATALOG NO. 43 TODAY 


it is needed by your salesmen. Seyler's representative 
will be glad to show them how to use it most profitably. 


SEYLER 


MANUFACTURING COMPANY 
Box 7827, Sharpsburg, P. O. 


PITTSBURGH, PA. 
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be costly themselves, but add to your 
sales cost because they play a vital 
part in the success of your merchan- 
dising activities, There is no use put- 
ting men on the road to get orders 
if when those orders come in to your 
warehouse the goods can’t be shipped 
because they are not only not there 
but haven’t been ordered from your 
suppliers. There is no use hiring sales- 
men who know how to hande a cus- 
tomer if you have a warehouse that 
doesn’t know how to handle the cus- 
tomer’s order promptly, accurately 
and efficiently, because he must spend 
his time with a crying towel, not an 
order book. But let’s get back to the 
warehouse. 

The study you have made of the 
lines you will handle, and the stock 
you will try to carry on each, gives 
you a base from which to analyze 
your warehouse space requirements. 
By comparing your estimated invest- 
ment in inventory with your pre-war, 
or war-time average you can deter- 
mine whether you will need more or 
less space and approximately how 
much. Usually an increase in ware- 
house space requirements is accom- 
panied by an increase in office space 
needs as well. Count this in if you 
are planning to move to new quar- 
ters, or take additional space in your 
present location. 

You don’t have to be a warehous- 
ing expert to recognize the funda- 
mentals of good warehouse operation. 
But you can help your operations a 
lot by visiting the warehouses of other 
wholesalers and noticing how they 
handle problems similar to yours. 
Look at your own place from the 
viewpoint that every move in your 
warehouse costs money and that if 
you can shorten it or eliminate it, it’s 
money in your pocket. 

Go to your receiving platform and 
watch merchandise come in, Is there 
a lot of this kind of handling of small 
shipments or is it orderly and labor 
saving. 

Take the time to follow a piece of 
merchandise from the time it arrives 
at your door until the time it leaves. 
Is the route straight — direct —or is 
there a lot of fumbling—of picking up 
and laying down —of_ backtracking. 
Does it travel in the dark or is your 
warehouse well lighted ? 

Are your packing benches well lo- 
cated and designed for convenience ? 

Is similar merchandise all located 
in one place in your shelves or is it 


scattered around, It costs you money 
to pass up a sale or make out a back 
order on merchandise which is in 
stock but can’t be found. 

How about backing up stock? Is 
your backing up stock located con- 
veniently to your shelf stock or is it a 
long haul? Do you make it a rule 
that the only merchandise not in 
sealed cartons is that which has been 
placed in bins? 

How much have you done to make 
stock handling and picking faster by 
simple tricks in arranging your stock ? 
It has been said that the best gage of 
how well you have arranged your 
stock is how long it takes to train a 
stock picker. If it takes a month, 
your stocking arrangements are prob- 
ably in need of overhauling. Two or 
three days to a week is a rule of 
thumb gage for acceptable perform- 
ance. 

Here are some things to check on 
in the arrangement of your stock. 

1. Are the fastest moving and the 
heaviest goods closest to the shipping 
platform ? 

2. Are all products in the same 
category kept in adjacent shelves or 
bins? 

3. Are the fastest moving items 
within a given category, located in 
the middle shelves—the easiest spot to 
pick from, with the slower movers 
above and below? 

4. If your storeroom is a large one, 
have you experimented with carts for 
your stock pickers? I mean little carts 
like your wife uses in getting her 
grocery order together at the super 
market. In a place where your stock 
pickers have to cover considerable dis- 
tance, these save time, breakage and 
fatigue—save you money. 

5. How about the housekeeping in 
your warehouse? Do you walk your 
warehouse with a critical eye and a 
cold hard nose once a day? Are the 
aisles clogged with trucks and trash? 
How many empty “coke’’ bottles can 
you count on shelves, shipping benches, 
and the floor? Have you provided 
regular places for empty bottles and 
steel lined bins for trash. 

6. One of the best warehousemen 
I have ever known measured the qual- 
ity of a warehouse operation by the 
cleanliness of the toilets. These go 
together. Sloppy dirty toilets, sloppy 
dirty people, sloppy dirty warehouse, 
high cost operation. 

7. Is your place a safe one for you 
and your employees to work in? Are 
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there loose boards, low bridges, ex- 
posed nails and other hazards around 
to cause injuries and loss of time. If 
you have a safety problem due to 
employee carelessness you will find 
that your State Department of Labor 
has some good material on the sub- 
ject. Ask them for help. 

During our discussion I have sug- 
gested that you go to various people 
and organizations outside your own 
business for advice, suggestions and 
help. I would suggest that you make 
it a habit to consult with your banker 
and keep him posted on your plans. 
It will help you when you need help. 

I have also suggested that you 
ask your suppliers for information 
and help on various matters. Your 
supplier should be equipped to ad- 
vise you on many problems—should 
be familiar with what has proven to 
be the most efficient way to get cer- 
tain jobs done. By asking each one, 
you should not only get some out- 
side slants on your problems, but 
also find out which of your suppliers 
in each field has the best understand- 
ing of your problems and _ should, 
therefore, be in the best position to 
serve you as you would like to be 
served. 

In our opening discussion we visu- 
alized management more as the nu- 
cleus which holds the elements of 
your business together in an orderly 
pattern, To set and maintain that 
pattern is your job—but unless you 
are a one man organization you can't 
do it as well alone as you can with 
competent help. 

If you have been concerned about 
getting your business set up for good 
post-war operation, how secure do you 
think your employees feel about their 
future? What are you going to do to 
build their morale by showing each of 
them that if he does his job well you 
can offer him at least as good in- 
surance of a secure and prosperous 
future as anyone else. 

How can you do that? Well for 
one thing, give each employee a stake 
in your post-war planning by laying 
out your program, discussing it fully 
with your people in general or group 
meetings and by assigning specific 
planning jobs to each individual, and 
the authority to carry them through. 

Show them that they have leader- 
ship, that their future is tied up with 
yours and that you expect them to 
take an active part in building that 
future, 
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Keach first for E=-B-R 


E-B-R is an electrical man’s best 
friend when he is looking for prod- 
uct data, or names and addresses of 
manufacturers, or wants to know 
who makes what. 

In it you will find data on apparatus, 
supplies, fixtures, distribution line 
materials, power plant equipment, 
tools, repair parts . . . in fact, just 
about every product used by elec- 
trical men. 

It is designed to fill your needs, to 
give you information quickly, eas- 
ily. Use it today—and every day— 
to save time and money. 

The 1945 E-B-R is bigger and better 
than ever. Its 724 pages are crammed 
with data, and give you: 


MANUFACTURERS BRIEFALOG SECTION — 


Condensed catalogs of 357 electrical manu- 
facturers. Product specifications, listings of 
branch offices, warehouses, etc. 


CLASSIFIED DIRECTORY OF MFGRS. — 


Company addresses and trade names, ar- 
ranged by product. Extensive cross-refer- 
ences to help you find the electrical and 
allied products made by more than 3,500 
manufacturers. 


INDEX OF TRADE & COMPANY NAMES— 


Complete with addresses. Starting with 
only a trade name or a company name, 
you can thus quickly locate the product 
data you need. 
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McGRAW-HILL PUBLISHING CO., 330 WEST 42nd STREET, NEW YORK 18, N.Y. 
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Electronic Instrument 
Limitation Order Clarified 


Certain industrial-type instruments 
were excluded from the restrictions 
of Electronic Equipment Limitation 
Order L-265 in an amendment adopt- 
ed recently, the ‘War Production 
Board has announced. 

The amendment exempt from con- 
trols of the order industrial instru- 
ments, and their associated circuits, 
used for measuring or controlling 
empertature, pressure, flow, liquid 
level, relative humidity, — specific 
gravity, acidity, alkalinity, speed, and 
power load or frequency of electric 
power generating stations. None of 
these instruments is ordinarily consid- 
ered to be within the field of radio or 
electronic equipment, officials of the 
Radio and Radar Division of WPB 
said, 

It was never intended that indus- 
trial type instruments, such as the 
electronic pyrometer used for meas- 
uring high temperature, should be 
subject to the limitations of L-265, 
although they operate electronically 
through the use of a vacuum tube 
and technically fell within the orig- 
inal definition of the equipment cov- 
ered, WPB said. 

Production of pyrometers by some 
15 to 20 manufacturers is diversified, 
it was pointed out; some make elec- 
trical or mechanical types, while a 
number produce both types. Produc- 
tion is not a problem, although re- 
quirements of L-265 worked a hard- 
ship on some manufacturers making 
both types of instruments. The situa- 
tion will be properly corrected by the 
amendment. 


Explains Control 
Over FHP Motors 


The War Production Board is- 
sued recently an explanation of con- 
trols over the sale of new fractional 


horsepower motors below one horse- 
power. This explanation was believed 
advisable because such motors are 
in short supply and because many 
persons apparently do not understand 
the restrictions regarding their sale, 
WPB said. 

A certain number of fractional 
horsepower motors are being allo- 
cated each month for civilian and 
commercial replacement purposes, It 
is important to the war effort that 
these be sold and delivered strictly in 
accordance with prescribed regula- 
tions, WPB said. 

Order L-123 controls the distribu- 
tion of these motors. It provides that 
no person, including a manufacturer, 
distributor or dealer, shall accept any 
order for a new fractional horse- 
power motor or make delivery of one 
except on an order bearing a prefer- 
ence rating of AA-5 or better. Neither 
can any person accept delivery of 
such a motor unless he has a rating of 
AA-5 or better, 


Limitation On Delivery Of 
ACM Orders with "Z" Symbol 


Michael Schwarz, director of the 
copper division of WPB, sent the 
following letter to all brass mill 
warehouses and copper wire mill 
warehouses late last month regarding 
quantity limitation on delivery of con- 
trolled material to “Z’’ orders. 

“The limitations on quantities of 
controlled materials that any ware- 
house or distributor may deliver on 
ACM orders identified by the CMP 
allotment symbol whose initial letter 
is ‘‘Z”, are provided in Direction 6 
of CMP Regulation 4 issued on Jan- 
uary 13, 1945. 

“Your attention is directed to the 
provisions of paragraph (c). which 
prohibits warehouses from delivering 
to any one customer more than 200 
pounds of brass mill products and 
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more than 50 pounds (copper con- 
tent) of copper wire mill products 
during any one calendar quarter on 
orders identified by the CMP allot- 
ment symbol whose initial letter is 
af 

“No consumer may place such “Z”’ 
Authorized Controlled Material ord- 
ers on warehouses in any one calendar 
quarter for greater quantities of brass 
mill or copper wire mill products. 

“Furthermore, in paragraph (d), 
this direction prohibits copper wire 
mill or brass mill warehouses from 
delivering in any month on “Z” 
Authorized Controlled Material ord- 
ers, more than | per cent of the cop- 
per wire mill or brass mill products; 
respectively, which it delivered on all 
Authorized Controlled Material ord- 
ers the previous month,” 


PR-3 Amended 


The War Production Board in 
January amended Priorities Regula- 
tion N, 3. Paragraph (d) (3) in the 
amended regulation, reads as follows: 

“(3) If a person has made deliv- 
ery of material, or has incorporated 
it into other material which he has 
delivered on a rated order, he may 
extend the rating to replace it in his 
inventory. However, if after deliver- 
ing the material he still has a prac- 
ticable working minimum inventory 
he may not extend the rating to re- 
place the material delivered; and if 
by making the delivery his inventory 
is reduced below this minimum, the 
rating may be extended to get only 
the amount necessary to restore the 
inventory to a practicable working 
minimum, Any material ordered to 
replace in inventory must be sub- 
stantially the same as the material 
which the person delivered or incorp- 
orated in the material which he de- 
livered, except for minor variations 
in size, shape or design. Substitution 
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Not Time Yet 


for Paper Capers! 


Sure, the news is good — terrific, in fact. But 
don’t let that give you the idea that America’s 
paper shortage is over. More paper than ever is 
needed now to wrap supplies for our armies as 
they drive toward their goal. There’s still a man- 


power shortage in the pulp industry. 


So, you’ve still got to watch your company’s use 


of paper with the hawk eye of a paper miser. 
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You've still got to use your ingenuity and that 
of your staff to find even more ways to wse Jess 
paper. 

All material made of paper and paperboard still 
must be cut to the bone. Eliminate whatever you 
can until complete and final victory ends the paper 
pinch. 

The baling of wastepaper and sending it to the 
reprocessing plant is still of prime importance, 
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USE LESS PAPER — SAVE ALL WASTEPAPER 


This advertisement contributed by this publication and prepared by the War Advertising 
Council in cooperation with the War Production Board and the Office of War Information. 
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of less scarce materials which no not 
substantially alter the purpose for 
which the material is to be used is, 
however, permitted.” 

Incandescent photoflash lamps are 
added to List B. Under PR3, blanket 
MRO ratings may not be used to 
obtain items on that list, 


Refrigerators, Washers 
Subject to Spot Authorization 


Electric and gas domestic refriger- 
ators and domestic washing machines 
have been made subject to the “‘spot 
authorization” procedure, the War 
Production Board has announced. 

The items were made eligible for 
spot authorizations by an amendment 
to Direction No. 1, to Priorities Reg- 
ulation No. 25, which also made elec- 
tric wiring devices and heater cord 
sets subject to this authorization. 


Vacuum Cleaner Manufacturers 
May Sell at Future Prices 


Manufacturers of new household 
vacuum cleaners and attachments may 
agree to sell these products at prices 
that can be increased up to maximum 
prices that will be in effect at the 
time the product is delivered, as a 
result of an action by the Office of 
Price Administration recently. 

Some manufacturers have requested 
permission to take orders for new 
vacuum cleaners and attachments that 
are not yet on the market, OPA re- 
ported, The action will enable these 
manufacturers to take orders and 
agree to deliver at the maximum price 
that will be set by the agency when 
production begins. 

However, OPA emphasized, the 
action specifies that no seller may de- 
liver or make an agreement to deliver 
new vacuum cleaners at prices to be 
adjusted upwards in accordance with 
a maximum price that may be set 
after delivery, unless authorization has 
been obtained frora OPA, Such au- 
thorization will be given when a re- 
quest for a change in the applicable 
maximum price is pending, and only 
if it is necessary to promote distribu- 
tion and production, and if it will 
not interfere with the purposes of the 
amended Emergency Price Control 
Act. It is not expected that author- 
ization will be given in connection 
with sales at retail. 





WPB’s Copper Division 
Issues Revision of CMP-4, Dir.-4 


Michael Schwarz, director of the copper division, War Production 
Board, has issued to all copper wire mill warehouses, the following 
letter accompanying the text of an amendment of Direction + to CMP 
Regulation 4: 


SUBJECT: Direction 4 to CMP Regulation 4, 
January 29, 1945 (As Amended) 


Enclosed is copy of subject Direction. The follow- 
ing changes from previous Direction 4 to CMP Regu- 
lation 4 dated September 14, 1944, are called to 
your attention: 


(1) Deliveries made from stock may still be 
re-ordered on a pound-for-pound (copper content) 
replacement basis; PROVIDED, the total amount so 
ordered in any calendar month does not exceed 25% of 
total deliveries from warehouse stock during the 
second calendar quarter of 1944 as reported to the 
War Production Board on form WPB=-3009. 


(2) The endorsement on such orders must now indi- 
cate the Company Number assigned as a copper wire 
mill warehouse. 


(3) Form WPB-3009 reports must be filed quarterly. 
These reports will show: (a) Deliveries made from 
Stock on CMP Symbols MRO, A-3, V-3, Z-1, all other 
Symbols (grouped) , and to other warehouses; (b) Also 
the amount ordered for stock from holders of surplus 
inventories. 


During March, 1945, a supply of WPB-3009 report 
forms will be forwarded each warehouse that has been 
assigned a Company Number. 


Warehouse Replacement Orders entered with pro- 
ducers or other warehouses previous to the date of 
this Direction are valid. 


Any copper wire mill warehouse may receive copper 
wire mill products, over and above the amount au- 
thorized by this Direction, from holders of surplus 
inventories, in accordance with Priorities Reg- 
ulation 13. 


Very truly yours, 


Michael Schwarz, Director 
Copper Division 
WPB = Dept. 7300 
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ON BOTH YOUR FINE WORK 


AND FORESIGHT ON THE PAYROLL SAVINGS PLAN! 
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a your wholehearted support of the 
Payroll Savings Plan, you are doing far 
more than backing the most valid system 
of war financing—and building a power- 
ful dam against the onrush of dangerous 
inflationary dollars. 


By encouraging the all-out participation 
of your employees in this greatest of all 
savings plans, you are helping to create a 
sound economy for post war days. 

With this same plan, you are assisting 
working America to build a mainstay 
against the inroads of unemployment 
and want—to save for homes, educa- 





tional advantages and old age comforts! 


You and your employees, through mutual 
cooperation in this forward-looking plan, 
are gaining a new and closer understand- 
ing—the cornerstone of a firmer, mutually 
profitable relationship! 


National benefits, too, follow the “All 
Out” effort you are making! The pros- 
perity of our United States rests on the 
economic stability of both management 
and labor. Your Payroll Savings Plan is 
working constructively toward the assur- 


ance of both! 


The Treasury Department acknowledges with appreciation the publication of this message by 


The Wholesaler’s Salesman 


This is an official U.S. Treasury advertisement prepared under the auspices of Treasury Department and War Advertising Council * 
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(Continued from page 57) 





radios an average price of $20, ironers 
$45, and electric irons $5. 

While Proctor Electric Company has 
been a “clearing house” for ideas on the 
swap plan, the entire operation has been 
by the utilities and their local dealers. 


Committee Discusses 
Fuse Price Problems 


Members of the recently-appointed 
industry advisory committee represent- 
ing manufacturers of electric fuses 
held an organizational meeting in 
Washington on January 31, the OPA 
announced recently. 

Under discussion were the problems 
of cost and price in this industry, the 
OPA said. Complete details of the 
meeting were not available at press 
time. 

The eight members of the committee 
are: A. B. Bussman, Bussman Mfg. 
Div., McGraw Electric Company; O. 
H. Jung, Trico Fuse Manufacturing 
Co.; S. B. Kluger, Eagle Electric Man- 
ufacturing Company; T. D. Foster, 
Wiring Device Sales Dept., the General 
Electric Co.; T. W. Kirkman, Kirkman 
Engineering Corp.; A. E. Lonnberg, 
Chase-Shawmut Company; J. H. Mes- 
ser, Economy Fuse & Mfg. Company 
and J. G. Riesman, Royal Electric 
Company. 








WAREHOUSE organization and driv- 
ers have been unsung heroes in the work 
wholesalers have done to aid the war 
effort. This group from the L. B. Marsh 
Electric Supplies Co., Long Beach, 
Calif., have. been serving the shipbuild- 
ing, oil well, and airplane manufactur- 
ing industries. Front row, left to right, 
Rod Chamberlain, shipping clerk, Lois 
Scott, receiving, Les Walter, warehouse 
superintendent, and in the rear, drivers 
Perry Bell, R. V. Hofeldt and Otis 
Wooten. 














Get thorough distribution 


in the center of 


CALIFORNIA 


where home and 























industry rely upon 
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of California’s seven- 
and-a-half millions live 
in the area served by this 
company (shaded in map). 


What a market! 


96 per cent of all homes (including farms) enjoy electricity . . . 93 
per cent of these homes have radios . . . 














58 per cent have mechanical 
refrigeration. Industry, large and small, uses electric power almost 
exclusively. With the completion of the gigantic Shasta Dam there 
will be even more electric power available for more industry. Cali- 
fornia industry, California farms, and California homes depend upon 
electricity. What's more, this is the maritime center (both shipbuild- 
ing and shipping) of the Pacific Coast. It’s a great, growing market, 
growing greater every day! 


Now, to cover that market 


— you need an electrical distributor that knows both the business 
and the field. And you can have one! You can profit by the 20 years 
of experience behind State Electric Supply. You can profit by the 
“know how” developed through these 20 years. Your goods will be 
sold by a staff of competent salesmen. There will be adequate stocks 
of your goods in our warehouses, depending only upon your ability 
to supply them, and orders for your goods will be shipped promptly. 


Our present manufacturers 


— know by their sales records the potentialities of this market and 
our ability to serve it more than adequately. 


Get in touch with one of California’s leading independent 
distributors at once and see the sales of your products 
grow in America’s fastest growing field. 
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WHEN PLANNING your future stocks or in- 
stallation work, get full information about 
Paragon Automatic Time Controls... because 

they offer possibilities for handsome profits. 

These instruments are used in plants of all 

types and are built into numerous kinds of 
equipment. They save time... multiply human 
output... reduce errors . . . increase efficiency 

... and lower costs. Because they have been 

extensively used and are widely advertised, 
Paragon controls offer you the opportunity of 
large future sales. 


HUNDREDS OF APPLICATIONS—Some of the \ 

numerous applications of timers are: Protect- 

ing component parts, such as electronic tubes \ 

. . . Automatically turning air conditioning 

units on and off . . . Sequence Timing... \ 
Laboratory Testing ... Conveyor Control... \ 
Light Exposure .. . Heat Treating . .. Pump 
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Plastic Molding . . . Time delay on pump 
back spin...Controlling pre-heating 
schedules. 
CALL THE PARAGON REPRESENTATIVE . . . for 
assistance in selection and correct application 
of Paragon controls. 


PARAGON ELECTRIC COMPANY 


715 Old Colony Building © Chicago 5, Illinois 


114 


Operation . . . Machinery Operation... 
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Ends 33-Year Career 
In Wholesaling 


On his retirement in January as sec- 
retary-treasurer of the Electric Supplies 
Distributing Co., San Diego, Calif., 
Basil Guthrie closed a 33-year career 
in the electrical business. 

Mr. Guthrie had started with the 
Johnstone Electric Co. in 1911 and 
joined the Electric Supplies Distributing 
Company in 1921 as storekeeper. He 
became secretary-treasurer and partner 
in the firm in 1932. 

With his retirement, partnership in 
the company is divided between Fred 
Goss, in charge of apparatus and wire 
supply activities, and Sam L. Hall, head 
of electrical merchandise and household 
product operations. ; 


New Name for 
Listenwalter-Gough 


On January 1, the wholesaling con- 
cern of Listenwalter and Gough, Inc., 
Los Angeles, became the Gough Indus- 
tries, Inc. The announcement stated 
that the ownership, management, per- 
sonnel and facilities remain the same 
under the new name. 

The new name was adopted as more 
in keeping with the diversity of lines 
which has resulted in the formation 
of many departments by the company 
during its 32-year history. Gough In- 
dustries, Inc., will continue to operate 
its branches in Long Beach, Santa Bar- 
bara and San Diego, Calif. 

The officers of the company are 
Phillip G. Gough, president; James S. 
Addis, vice-president; E. J. Field, sec- 
retary; and E. E. Karsten, treasurer. 


WESCO Purchases 
Pixley Electric Co. 


Purchase of the Pixley Electric Sup- 
ply Company, 226 North Fourth Stree, 
Columbus, Ohio, by the Westinghouse 
Electric Supply Company, was an- 
nounced recently by David M. Sals- 
bury, vice-president and general man- 
ager of the latter company. 

The Columbus concern, a wholesale 
distributor of electrical products, has 
been made the headquarters for a new 
WESCO territory, designated the West 
Central District. Manager of the new 
district, which also embraces WESCO 
outlets in Cincinnati and Evansville, 
Indiana, is L. A. Pixley, who formally 
was president of the Pixley Electric 
Supply Company. 
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Whitehouse Honored 
For 50-Years’ Service 


J. Otis Whitehouse, treasurer of the 
Oakes Electrical Supply Company and 
the Roland T. Oakes Co., Holyoke, 
Mass., was feted by 40 of his associates 
last month in honor of his having 
served 50 years with the Oakes Co. 

John M. Newton, president of both 
companies presided at the dinner at 
which Mr. Whitehouse was presented 
with a lapel pin fashioned in the form 
of a gold oak leaf and set with a 
diamond. 

Mr. Whitehouse joined the Roland 
Oakes Company in 1895 when the com- 
pany was ten years old and under the 
management of Mr. Oakes. He became 
treasurer in 1928, following a period 
in which he served as vice-president. 

When the Oakes Electrical Supply 
Company was formed in 1934, Mr. 
Whitehouse became treasurer of that 
organization. 


T. & B. Appoint 
District Managers 


The Thomas & Betts Company, Inc., 
Elizabeth, N. J., has appointed Karl 
G. Kempf, Los Angeles, as Pacific 
Coast manager, and H. C. Moses, Jr., 
Chicago as Chicago and middle west- 
ern manager. Mr. Kempf has been dis- 
trict manager in Los Angeles and Mr. 
Moses was manager at Cleveland. 











NAMED assistant to the vice-presi- 
dent in charge of engineering at Syl- 
vania Electric Products, Inc., Dr. Ben- 
nett S. Ellefson has been with Sylvania 
since 1937 specializing in research on 
fluorescent screens, special uses of 
glass, fluorescent powders and special- 
ized war products. 








ARE YOU AN 
“SS” MAN? 


An “SS” man is a “single source” Supply Man who is “married” to one 
manufacturer. Forsaking and discouraging all others he relies solely upon his 
choice, ignorant very often, of the merchandise and progress of other manu- 
facturers making similar lines of equipment. Is that good? 

You cannot do justice to your customers or yourself unless you render a 
service. This is to secure for your customers the best equipment available in the 
shortest time and at the lowest possible cost. Can a single source of supply 
invariably give you this? You know the answer — it’s NO! 

Don’t put all your eggs in one basket. When you need Electrical Signaling 
Devices—or Marine Equipment—or Hospital Signaling Systems—send AUTH 
an inquiry. The first one will not be the last. 






























BELLS - BUZZERS - ANNUNCIATORS 
PUSH-BUTTONS- TELEPHONES - ete. 


A few items discontinued for the duration but, never- 
theless, a very extensive line of Electrical Signaling De- 
vices and Systems. An Auth Catalog No. 17 should be in 
your binder. 





THE AUTH LINE IS SOLD ONLY 
THROUGH THE WHOLESALER. 


HOSPITAL SIGNALING SYSTEMS - 


An extensive line of Marine Signaling Devices and 9-S 
Fittings shown in new Bulletin No. 30. 

Every Wholesaler’s Salesman selling marine equipment 
should have it. 





ge 


THE AUTH LINE IS SOLD ONLY 
THROUGH THE WHOLESALER. 


MARINE EQUIPMENT - 


Nurses’ Calling Systems, Doctors’ Paging 
Systems, Staff Register Systems, etc. A complete 
line of Hospital Signaling Systems, modern and 
approved, as shown in Bulletin No. 100. Present 
and future requirements for this type of equip- 
ment are — and should be — great. Make use of 
our experience in your sales work. 

THE AUTH LINE IS SOLD ONLY 
THROUGH THE WHOLESALER. 


ELECTRICAL SPECIALTY CO., Inc. 
422 E. 53rd St., New York 22, N.Y. 


Offices in principal cities 


UTH 
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Pipe easily re-positioned or removed 


Here’s another reason why one man 
gets smooth, precise bends quickly 
with a GREENLEE Bender—in pipe 
up to 414", rigid and thin-wall con- 


duit, tubing, bus bars. 


For speedy withdrawal or to move 
pipe for second bend, simply force 
down operating lever to lowest 
position, releasing pressure. Then 
transfer handle to quick-positioning 
lever for withdrawal of ram and 


release of pipe—immediately! 


ry . . . 
Chis is just one of the many 


specially-engineered “short cuts” to 






OTHER GREENLEE TIME-SAVING 
TOOLS FOR ELECTRICAL WORK: 


CABLE PULLERS 

JOIST BORERS 

HAND BENDERS 

RADIO CHASSIS PUNCHES 
PIPE PUSHERS 
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make bending as simple as A.B.C. 
with a GREENLEE... for important 
labor and material savings on every 


bending job, large or small. 


Get all the facts on complete line 


of GREENLEE Benders, and other 


time-saving tools for electrical 
workers. Write today for your free 
copy of Catalog 33E. 
Greenlee Tool Co., 
Division of Greenlee 
Bros. & Co., 1842 
Columbia Avenue, 


Rockford, 





Illinois. 


Gat Ready with Cyrecrbee/ 


REGISTERED TOOLS 


GREENLEE 


FOR THE CRAFTSMAN 








Big Role Ahead For 
Appliance Industry 


The home appliance industry ca 
perform a major role by making avail 
able better consumer conveniences an 
high employment, George T. Stevens 
vice-president of the Eureka Vacuun 
Cleaner Co., told the annual meetin; 
of the National Retail Dry Goods As 
sociation in the Hotel Pennsylvania 
New York, recently. 

“To fully take advantage of th: 
major appliance industry in the post 
war period,’ Mr. Stevens said, “we 
must plan intelligently now, not onl; 
product development and product im 
provement, but also in our distributior 
methods as well.” 

Pointing to the wartime progress in 
developing new product and manufac 
turing techniques, he emphasized that 
the improvement of distribution pre 
sents the greatest challenge to manu 
facturers, wholesalers and retailers. 

“It is possible that the weakest link 
in the chain connecting the future of 
electrical appliances to prosperity is 
our distribution system,’ Mr. Stevens 
declared. “Most of this is a casualty 
of the war—manpower cannot and 
could not be spared for the mainte- 
nance of our pre-war organization in 
any fields.” 

Calling on department stores to re- 
appraise the rising importance of elec- 
trical appliances in their post-war 
planning, he said that these retailers 
face a great opportunity in providing 
leadership in improving distribution. He 
proposed that department stores might 
survey customers on the subject of 
appliance service, study what they are 
doing to help potential new customers 
for the appliance market, and chart 
the potential demand they will have for 
appliances. 


General Electric Adds 
Two ex-Ken-Rad Men 


L. R. O’Brien and R. W. Metzner, 
former executives in the Ken-Rad Tube 
and Lamp Corporation, have been ap 
pointed sales managers in the Tube 
Division of the General Electric Com 
pany’s Electronics Department, accord 
ing to Mr. C. J. Hendon, manager 
of sales. 

Mr. O’Brien will be sales manager 
for equipment tubes. Mr. Metzner has 
been made sales manager of replace 
ment receiver tubes. 

E. H. Fritschel and J. E. Nelson 
will continue in their positions as GE 
transmitting and industrial tube sales 
managers, respectively. 
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APPOINTED sales manager of the 
jobber division of Cornell-Dubilier 
Electric Corporation. K. C. Burcaw has 
been manager of the radio jobber di- 
vision of the Radiart Corporation since 
1934. 





Starts New Calif. 
Wholesaling Firm 


Organization of the Valley Electric 
Company to conduct an exclusively- 
wholesale distribution of electrical sup- 
plies, equipment and appliances in Sac- 
ramento and Stockton, Calif., was an- 
nounced in January by C. H. Carter, 
president of the C. H. Carter Co., elec- 
trical wholesale concern in the two San 
Joaquin valley cities. 

Eventually the firm will succeed the 
Carter Co. The new firm will be directed 
by Mr. Carter, Earl W. Raffety, present 
manager of the Carter Company’s Stock- 
ton branch, and Henry E. Jones, man- 
ager of the Sacramento branch. Asso- 
‘iated with these men in the Valley 
Electric Company are: Harold G. 
Wakefield; Frank A. Sieke, Jr.; Em- 
mett B. Winters and William J. Quinn, 
Jr. 


Changes Corp. Name 


Annoucement has been made that the 
Lafayette Radio Corp., Chicago, has 
changed its name to Concord Radio 
Corp. The post-war plans of the com- 
pany include the establishment of a 
number of strategically located branches 
in various parts of the country. 


— 


— 


PORCELAIN ENAMELED | 
fluorescent units | 


se 


« 


om SIVING More EFFICiEN 


Long after other types of fluorescent units 
have lost their ability to deliver their original high 
standard of illumination, SILV-A-KING equipment 

will still be there . . . lighting the way to higher 
production. It’s the kiln-fired Porcelain Enameled finish 
that does the trick. What's more, SILV-A-KING 
units cost less to maintain than any other lighting fixtures 


on the market! 


(’SPECIFICATION” 
Fluorescent 
Industrial Unit 


SV 
Write for Bulletins 44FE and | VAK \ 
44FS describing the “Economi- - 
: PME 


cal” and “Specification” units.’ aa 


BRIGHT LIGHT REFELECTOR COMPANY \ 


Metropolitan & Morgan Avenues, Brooklyn 6, New York 
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ADJUSTABLE PORCELAIN 
ENAMELED FLOODLIGHT 








No. 1184-M 
RLM THREADED 
DOME REFLECTOR 





Satisfied customers are really what 
count for any contractor —QUAD units 
satisfy the customer and build good 
business. QUAD Units are in constant 
demand, year after year, and some 
typical comments are: “a great line” 
—"more profit’ —“ you can depend on 
QUAD” — The QUAD line helps you to 
meet all requests —indoor and out- 
door — commercial or industrial — new 
or replacement. 


QUAD — for today and for tomorrow — 


QSZeHaTOer 


Arr AG: 


QUADRANGLE MFG. COMPANY 


j ? 
W/o24. G4 eri "GAL le dcvsd Ged Fh lao icead l “ghitiag g sanmmend 


32 SQ. PEORIA ST. 


CHICAGO. ILL. 
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GE’s Young, Swope 


Retire As Directors 


After serving 22 years as directors o 
the General Electric Co., Owen D 
Young and Gerard Swope have re 
signed. Both were elected directors o1 
May 16, 1922, when Mr. Young be 
came chairman of the board, and Mr 
Swope, president of the company. 

Both men retired from their respec 
tive offices on January 1, 1940, an 
were succeeded by Philip D. Reed as 
chairman and Charles E. Wilson as 
president. When these men entered wa: 
service in 1942, Mr. Young and Mr 
Swope took up their former duties and 
continued until September 8, 1944. 

Mr. Young, a native of Van Hornes 
ville, N. Y., was born on October 27 
1874. He entered the employ of yn 
eral Electric on January 1, 1913, 
ceeding the late Hinsdill Parsons, vice 
president and general counsel for the 
company. When Charles A. Coffin re 
signed as chairman of the board in 
May, 1922, Mr. Young was elected to 
succeed him. 

Mr. Swope was born in St. Louis, 
Mo., December 1, 1872. His first job 
with General Electric was in 1893, as 
a $1 a day helper in the Chicago serv 
ice shop. Upon graduation from the 
Massachusetts Institute of Technology, 
he accepted a position with the West 
ern Electric Co. but in 1919 returned t 
General Electric and was elected first 
president of the International General 
Electric Co., a position he held until 
May, 1922, when elected president ot 
the General Electric Co. Since April 
1927, he has served as chairman of the 
board of the International General 
Electric Co., 


Allentown Wholesaler 
Doubles Floor Space 


In order to provide the necessary 
facilities to serve the war effort, the 
Everson Electric Company, Allentown 
Penn., is doubling its floor space, ac 
cording to Walter A. Everson, presi 
dent of this wholesaling concern. 

The modern glass brick building 
erected in 1937, and expanded in both 
1940 and 1942, will have an addition 
adjacent to and running the whole length 
of the structure. This addition, of the 
same architectural design, will be com 
pleted this month. 

The supply and equipment depart 
ment, the motor repair and service de 
partment, both will be able to havs 
twice their previous floor-space. The 
total available space will now be 30,00C 
square feet. 
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Navy Order Hurts 
San Diego Suppliers 


0 A sharp drop in sales to the Navy 








D faced electrical wholesalers and other 
e distributors in San Diego, Calif., when 
O1 the Navy announced a new procurement 
ye policy directing all purchases to be 
I; made through its Los Angeles office, 
it has been reported from that city. 
eC Under the order, all orders over 
n $500 must clear through the Los An- 
as geles Navy Office unless approved as an 
as emergency order by the San Diego 
ral commandant. Purchases under $500 
Ir must clear through the Los- Angeles 
ind ofice unless materials equal in price, 
quality and delivery to those obtainable 
es | in Los Angeles can be found in San 
27 Diego by the purchasing officer. 
se that’s true of every 































™ Maintenance Engineer 
he | Army-Navy “E 


Note to Jobbers Salesmen: 


S T B k FI . Sell Revere Features and 
m 0 urke ectric ou'll clinch the order 
y 
to ss every time. 
The plant and personnel of the 
uis, Burke Electric Company, Erie, Penn., Revere 
job has been awarded the Army-Navy “E” 
as in recognition of its production record THE QUALITY LINE 
rv in the manufacture of motors and gen- Engineered for highest efficien- 

: re 6 Navy: “hz Ma- cies, coupled with ease of instal- 9-S 5452—L—ALT4 
the er ators for the Navy and Merchant Ma lation and case of servicing. 3Q0,WAit, Enclosed 
gy rine. The citation was made by Secre- Manufactured to highest quality Rysged—concusston 
est try of the Navy, James Forrestal. standards, REVERE Lighting sure resistant. 

; Equipment has built a reputa- 
1 ti The Burke Electric Company also tion for iteelf in all fields. Air- 








irst is producing a small portable hand-op- port ae Marine . . . Industrial 
ore erated generator in conjunction with = 

4 - B . . J Incandescent Searchlight for Fortify your sales efforts by 
ntil most leading radio manufacturers. hand or pilot house control. always carrying RE- 

: of VERE Catalog data 

; oO with you. 
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> Type Floodlight 
A masterpiece in 
a design and con- 
struction 
sary Revere Enclosed Type 
ie Portable Floodlight. 
Available in all sizes up 
% to 1500 watts. 
IW 
ac 
: The Famous Revere 
resi Hinged Fiood- 
light Pole. Elimi- 
nates hazardous 
climbing to clean 
ding fights. Available 
" > 
: br 20, 24 ane 30 
t. mounting 
both The heights. 
ition 
ngt! 
ah. MARKER 





SIGNIFIES 
THE BEST 


com F. M. MAICHLE has been made vice- igsting. 
president and sales manager of Nu- 











part Tone, Inc., Chicago manufacturers of 
d chimes and signal devices, according to 
«de | Relph Corbets, provident of the com. | 9S OMA OD 24 Om OB A) LOM a [Oa Bo Cre OF OF 
Tt pany. Mr. Maichle has been with U. S. 2935 NORTH PAULINA STREET: CHICAGO. 13 
5 00 Gypsum Co. for the past six years, be- Oniqginators of Ae Yanged Voodlight Dole 
fore that with Lincoln Electric Co. — | pap@oR and OUTDOOR LIGHTING EQUIPMENT of EVERY DESCRIPTION 
' NSS TSE IES RTS 
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WIRE WITH PORCELAIN 




















A new world of electrical 
appliances will have top-pri- 
ority in postwar buying—for 
millions of families! Right 
now’s the time to anticipate 
tomorrow's increased loads 
—wire adequately with POR- 
CELAIN Protected Wiring! 

This widely approved 
method—knob and tube wir- 

\ ing—will carry a BIGGER 
load in accordance with con- 
ductor capacities established 
by the N.E.C. Does an all- 
around better job from the 
standpoint of simple installa- 
tion, low cost, safety, long 
life and dependability. Meets 
all requirements of directives 
calling for non-metallic wir- 
ing materials. To keep — 
date on fire prevention facts, 
keep in touch with your 
friendly Electrical Inspector. 
Write for wiring manual. 





ORCELAIN 
RODUCTS, Inc. 


FINDLAY, OHIO Ai 


i 








Indoor Climate Grour 
Meets In Cleveland 


The promotion and sale of air con 
ditioning systems in the post-war perio: 
for which the groundwork must bs 
laid now were discussed at the firs 
electrical industry conference on con 
trolled indoor climate held recently ai 
Cleveland under the sponsorship of th 
Electrical League of Cleveland. 

W. R. Moore, regional manager 
Minneapolis-Honeywell Regulator Co. 
in outlining the market opportunities 
for controlled indoor climate in the 
Cleveland area estimated the imme 
diate post-war market for automatic 
control equipment at $650,000. Of 
this amount he said, approximately 
$300,000 would go into existing 
homes, $200,000 into new homes and 
$150,000 into commercial installa- 
tions. 

P. B. Zimmerman, president of In 
door Climate Institute, spoke on co 
operation and said that the demand 
for air conditioning must be preceded 
by an educational program that will 
enable the public to evaluate the bene- 
fits to be derived from it. 

There were a number of other speak 
ers on the program. 


Helm Named Head 
Of Reliance Sales 


Edward E. Helm, since 1928 district 
sales manager in Philadelphia for the 
Reliance Electric & Engineering Co., 
Cleveland, has been appointed general 
sales manager of the company. Mr. 
Helm, who has been with Reliance since 
his graduation from Pennsylvania State 
College in 1924, has managed both the 
Birmingham and Philadelphia territor- 
ies and has been particularly active in 
application work in the steel, textile and 
paper industries in these territories. 
Kenneth S. Lord will succeed Mr. 
Helm as manager of the Philadelphia 
district. 

P. G. McAusland, for the past two 
years comptroller of the company, has 
been elected treasurer. 

Both the marine plant and plant No. 
2 have been brought together as 
self-contained marine division under 
Manager Karl H. Meyer. Mr. Meye: 
has been with Reliance since his gradu 
ation from Case School of Appliec 
Science in 1926, and has been superin 
tendent of the marine plant as well a 
works engineer at the main plant 
W. H. Haber, with Reliance 11 years 
has been made production manager o 
this division in which is now concen 
trated the long run manufacture of the 
smaller Reliance equipment. 
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Universal Starts 


New “U” Plan 


“U” Plan for Better Living is the 
keynote of Universal’s 1945 advertising 
campaign which is being announced by 
Landers, Frary & Clark, New Britain, 
Conn. Coming on the heels of the na- 
tionally known “U” Plan for “V” Day, 
which 16,000 dealers are now making 
use of to bring about millions of con- 
sumer contacts this new, forceful cam- 
paign will continue to enforce the basic 
formula of the “V” Day plan and in- 
corporate many new features to make 
post-war appliance selling an easier 
and better performance. 

With the “U” Plan for “V” Day lay- 
ing the groundwork in ’44 by building 
up a large potential market for differ- 
ent types of appliances the “U” Plan 
for Better Living will concentrate on 
bringing to the American consumer the 
specific Universal products to be made 
in post-war days and show how the 
American housewife can easily pur- 
chase complete household equipment, 
from Universal when manufacturing is 
again underway. 

“The Government has clearly indi- 
cated that production of appliances will 
commence slowly throughout the en- 
suing year,” declared B. C. Neece, 
vice-president in charge of sales, “and 
Universal will be prepared to give to 
the American public the products that 
it has wanted throughout these war 
years. We are proud of our record in 
the manufacture of war goods which 
is still at a high level and we further 
propose to continue contributing to the 
improvement of better living through 
intelligent research and engineering of 
electrical products.” 


Sylvania Opens 
23rd Plant 


The opening of a new Sylvania 
plant, the company’s twenty-third, has 
een anonuced by H. W. Zimmer, gen- 
eral manager of operations, radio di- 
vision of Sylvania Electric Products, 
nc. The new plant, located in James- 
own, N. Y., covers approximately 48,- 
100 square feet of space occupied for- 
nerly by Broadhead Mills. 

The plant will be under the manage- 
nent of George B. Erskine, plant man- 
iger of all radio parts plants, with 
Rolf D. Ripley as resident supervisor. 
> roduction will begin in the near future 
o supplement the output of other Syl- 
rania plants producing parts for elec- 
ronic tubes and other electrical equip- 
nent. 
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MONARCH 
FUSE COMPANY, LTD. 


116 E. FIRST STREET JAMESTOWN, N. Y. 
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KLEIN had been serving 
the electrical industry 
for 63 years 


To users of Klein tools and equipment, the 
age of the company is significant only because 
of the background of 88 years of experience it 
represents in serving the specialized needs of 
the electrical field. 

The high reputation of Klein pliers and 
wrenches — Klein belts and safety straps— 
Klein grips and climbers—is a tribute to 
the principles of high quality and crafts- 
manship that have been Klein ideals 
since Mathias Klein started his forge 
shop over three-quarters of a 
century ago. 


4H 
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Better Homes Want 
Electric Kitchens 


In the $8,000 to $10,000 homes whic! 
will be built after the war, 80 percen 
of the owners will want new electri: 
ranges, 70 percent new electric refrig 
erators, 69 percent new electric dish 
washers, and 59 percent new electric 
garbage disposals. 

These figures were tabulated fron 
questionnaires submitted by those per 
sons making applications for “per 
sonalized” kitchen plans, the $3 service 
offered with Hotpoint’s “Your Next 
Kitchen” booklet and were released by 
the Edison General Electric Appliance 
Co., Chicago. 

The company is offering at no cost 
six standard plans for kitchens. If 
none of these is suitable, prospective 
home builders may secure “person- 
alized” plans drawn especially to fit 
the dimensions of the proposed kitchen. 

Among those who are planning to re- 
model their kitchens, 48 percent desire 
new electric ranges, 42 percent new 
electric refrigerators, 59 percent new 
electric dishwashers, and 51 percent 
new electric garbage disposals. 


Correction On 
State Electric 


Although it breaks a magazine edi- 
tor’s heart to find that errors have crept 
into the columns of his publication, 
sometimes they do have their good 
points. 

For instance, it took a few errors in 
a newstory in the January WHOLE- 
SALER’S SALESMAN to get Harry 
Perl of State Electric Supply, Oakland, 
Calif., to sit down and write this pub- 
lication a letter. Mr. Perl, well known 
as a NEWA member and as former 
head of the West Coast Division of 
NEWA, is one of the many whole- 
salers who seem to be just too busy 
supplying the needs of war industry to 
take time to write letters to editors. 

But Mr. Perl did when he found 
that his State Electric Supply had been 
called State Electric Company. And he 
pointed out that he is a partner not 
a president. In particular he wanted to 
correct the statement about his territory 
for the distribution of Arvin Radios— 
his concern has been appointed by No- 
blitt-Sparks to distribute Arvin radios 
in northern California, from San Louis 
Obispo to Eureka, a distance of 400 
miles. 

That the editor’s heart was not 
broken over the errors is due to the 
nice letter from Harry. 
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TO MANAGE Westinghouse Electric 
Supply’s northern California district. 
Charles R. Mathews, who will make 
headquarters in San Francisco, has 
been in the electrical industry in Se- 
attle, Wash., area for the past 12 years, 
and before that was in the electrical 
wholesaling business in San Francisco 
for 16 years. 





NewaApplianceGroup 
Reports on Progress 


Approximately 160 new members 
have been added to the appliance 
division of the National Electrical 
Wholesalers Assocation since this di- 
vision was formed in April 1944, E. B. 
Ingraham, chairman, reported to the 
association last month. These new mem- 
bers bring the total NEWA member- 
ship to about 750, a majority of whom 
comprise the appliance division, he said. 

Mr. Ingraham’s progress report 
showed that among the more important 
activities of the appliance group during 
its short history has been the formation 
of a group of functional committees 
and a small number of commodity com- 
mittees. In order to exercise care in 
selecting the committee members so that 
they would be representative of geo- 
graphical areas and be a cross-section 
as far as types of products handled, and 
to get representation from both large 
and small distributors, the division’s 
Committee on Committees sent a ques- 
tionnaire to all members asking them 
to state their preference for committee 
work. 


Committee Work 


The progress report showed that 
many committees already were at work. 
The Warranties, Service and Repair 
Parts Committee has developed a ques- 
tionnaire for mailing to the industry at 
large. The Time Payment Financing 

















YOUR JUSTRITE LINE... 

















Modern industry recognizes that the protection of men, material and 
property through safety approved methods is not only an obligation, but 
a sound business policy. Justrite Safety Products have top rating wherever 
approved safety and service are required. 


THE NEW JUSTRITE SAFETY FLASHLIGHT 


The handy flashlight that has everything . . . 1500 candle- 
power beam ... uses 3 standard dry cells... dependable 
service ... enclosed in a plastic case with all the Justrite 
Safety Features “sealed-in.” Fits in the palm of your hand, 
on belt clip or stands on a flat surface. 





TWIN-BULB ELECTRIC SAFETY LANTERN = Mode! 17-5 


This sturdy, dependable, all-purpose safety lantern meets 
every requirement for safety and service. It’s safe against the 
hazards of bulb failure too . . . with its “kick-out’” bulb 
sockets. The relief bulb is instantly moved into center 
position by simply throwing a switch. It’s the light that’s 
always there .. . Justrite. 





APPROVED FOR SAFETY 


These lights are approved for safety by Underwriters’ Laboratories, Inc., 
by the U. S. Bureau of Mines and by the Bureau of Marine Inspection and 
Navigation ... your assurance that you work in safety . . . Justrite. 


MILL AND FACTORY SAFETY CONTAINERS 


The Justrite Safety Can pictured at left provides the 
safe method of storing and handling flammable 
liquids. Non-drip lip allows contents to be poured 
without spilling. Strong construction finished in high 
gloss, baked on, red enamel .. . for easy identification. 


The Justrite Oily Waste Can pictured at right is safe 
for storing oily waste, and other flammable refuse. 
Both the Safety Can and the Oily Waste Can are ap- 

proved for safety by Underwriters’ Laboratories, a” on 
Safety Can Inc., and by the Associated Factory Mutual Fire In- 9/7 Waste Can 
surance Companies. 





Your Justrite line brings Safety plus Service to your customers. 
Remember to demonstrate “Justrite’’ today. 


JUSTRITE MANUFACTURING COMPANY, 2063 North Southport Avenue, Dept. A-4, Chicago 14, III. 


SAFETY CANS ‘ FILLING CANS - OILY WASTE CANS 
APPROVED SAFETY ELECTRIC LANTERNS 
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The eye itself can tell you some in- 
teresting facts about the importance 
of illumination. 


When light is inadequate, the 
pupil automatically expands to 
allow more light to enter—trying 
hard for a clear image. But there is 
a limit to how far it can expand, 
and if the delicate eye muscles must 
remain tense to make up for poor 
illumination, the result is eyestrain, 
nervousness, and lowered worker 


Take a LESSON 
from the PUPIL 





efficiency... . In properly planned 
lighting, the quality and intensity 
of illumination varies with the 
job’s specific requirements for see- 
ing. But always, illumination is 
adequate to prevent eye fatigue. 

Goodrich engineers are special- 
ists in planned lighting. With hun- 
dreds of styles and sizes of reflectors 
at their disposal, they are ready to 
help you insure proper illumination 
for every industrial task. 


Sold through electrical wholesalers. 





HIGHLITE STOCKLITE 


DO'DIRIC 


‘RABPATRIR 


4600 BELLE PLAINE AVENUE, 
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VAPORLITE RLM DOME 


l 


HO MIP ANIY 


CHICAGO 41, ILLINOIS 











Committee met to discuss the effect of 
Regulation “W” on post-war applia ice 
sales. The current thinking and pl in 
ning of commercial banks was explai 
by a member of the American Bank 1s 
Association. 

The subject of sales training ‘or 
wholesale and retail organizations in 
both urban and rural areas was « 
cussed at length at the meeting of the 
Publicity, Sales Promotion and Sales 
Training Committee. A sub-committee 
was appointed to study ways and means 
of developing and instituting a sale 
training program. 

New ideas in methods and new de 
vices for handling merchandise in ware 
houses will be the subject under dis 
cussion at a coming meeting of the ; 
pliance division’s Warehousing, De 
liveries, In:tallations, Freight Rates and 
Claims Committee. The chairman of 
the Legislative Committee is planning 
to present to his committee at a coming 
meeting legislation for local state enact 
ment, particularly one designed to dis 
courage unfair trade practices and the 
practice of trade diversion. 

Other functional which 
will hold meetings early in 1945 are: 
the Operating Cost Committee, and the 
Utility Cooperation and Farm Markets 
Committee. 


committees 


Future Assured 


Mr. Ingraham reported on the suc- 
cess of the NEWA Appliance Division 
Newsletter, and the electrical industry's 
enthusiasm about the Veteran’s Re- 
employment Program which was devel- 
oped by R. C. Hill, director of the divi- 
sion and submitted to manufacturers 
utilities and wholesalers for considera- 
tion. 

In closing his report, Mr. Ingraham 
said that: “While our full energies are 
now directed to the winning of the war 
the planning and already completed ac- 
tivities definitely point to an assured 
successful operation of the appliance 
division of NEWA.” 


Announces Prices 
For Slimline Lamps 


List prices for the new “slimline” 
fluorescent lamps which are scheduled 
for production as soon as war condi- 
tions permit, have been announced by 
one of the manufacturers, the West 
inghouse Lamp Division, Bloomfiel 
N. J. 

The 42-inch lamp is listed at $1.55; 
the 64-inch lamp at $1.75. Both these 
lamps are 34 inch in diameter. The 
one-inch diameter 72- and 96-inch lamp 
will have list prices of $2.00 and $2.7( 


respectively. 
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SAM Preqoemy Medaltion peru ier to sell 
All Frequency Modulation type radio nor Pasier AY 8 mn Gg P 

| receivers now in operation would re- ép0 
_'“ 9 quire changes or be made obsolete by a than the one waiting for 
the proposed change in frequency alloca- . oz 
7 tions which has been issued by the Fed- 4 
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dis ’ sales oppor- 
tel Two Appointments tunity. gi= | 

, 1 
rich} At Buffalo Forge be HE “ 
are: ae = = 
d the The Buffalo Forge Company, Buf- =ao . 
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ments of N. R. Johnson to the position 
of factory manager and H. D. Hebard 
to director of purchases. 

Mr. Johnson has been with the com- 
pany for 28 years and for a number 


distributor-dealer channels, Gard- 
ner will back you with hard- 
hitting advertising, and Gardner 
will help you sell with a colorful 
five-minute presentation that will 





















os ; add to your sales reputation. It's 
stry's§ of years has been general purchasing d 
Re-§ agent. Mr. Hebard has been in sales- ee 
nl ; write for a 
evel-§ work for most of his 24 years with tod 
divi-§ Buffalo Forge. For the past three years Se Copy wey: 
rers,§ he has assisted Mr. Johnson in the =i ————— 
Jera-§] purchasing department. FL 
ts nd Gardner 
“s ¥s e 
war, * 
Electric Fence Controllers 
sured - 
fence bring more dealers your way 
These popularly priced, absolutely safe bat- 
tery and high line controllers are the key to 
many profitable dealer sales to dairy farm- 
ers and livestock raisers. You're confident 
when you recommend Gardner fencers 
that they will meet all conditions of ser- 
vice satisfactorily, for this safety-ap- 
proved pioneer line has a long record of 
line trouble-free performance in all parts of 
luled the country. Their many exclusive advan- 
ond tages make them easy to sell, and their 
d b competitive price meets the approval of 
Vest- NEW POSITION as industrial sales- value-conscious dealers. These best-engi- 
fiel: man with Ashland Electric Company, neered controllers are available now. 
Chicago, is another milestone for S. H. Write today. 
1.55: Jaffe who has been in electrical whole- 
these saling bs 35 Ryan cate re 20 3 
years he has been wit an +bec- 
ee — —* yr soe Ashland = (5 d “(Hf (o Horicon, 
as hire ose ard, formerly wit . ° 
$2.7 Buick = Hee : H. C. Tar- ar nei q. ¢ Wisconsin 
adash, vice-president. 
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‘Tus is especially true on electrical supply 
items, with connectors being high on the list. The number of new connections 
required by industry for the “change-over” will read like a public debt. 

Be ready to supply the connections they'll want! The forged SERVIT, for 
example . . . preferred because of its high strength and longer life. The 
QIKLUG ... because of its compactness and unit assembly. And other items in 
the Burndy line, all designed for quick, low-cost and highly efficient electrical 
connections . .. a// of them fast moving items for you. 

See Burndy catalog No. 41 for complete information, check your stocks, and 
be ready with the right answer when your customers ask about the best connec- 
tions. Burndy Engineering Co., Inc., 107 Bruckner Blvd., New York 54, N.Y. 
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Meet To Review 
Handbook Revision 


The Technical Subcommittee of tl 
Industry Committee on Interior Wirin 
design met in New York recently f¢ 
the purpose of reviewing several se 
tions of the revised draft of the Han 
book of Interior Wiring Design. T} 
draft under review consists of tw 
sections, one on Residential Wiring De 
sign and the other on Farmstead Wit 
ing Design. 

The Residential Wiring Design drat 
in its present form appears somewhat 
simplified from the original issue. The 
draft on the Farmstead Section had been 
sent nationwide, prior to the meeting ot 
the Technical Subcommittee, to a num 
ber of members of the American So 
ciety of Agricultura! Engineers in the 
educational, commercial and govern 
mental fields interested in rural elec 
trification and in farm structures; and 
also to others outside of the Society 
who had similar interests. Over ninety 
individuals and groups received a cop) 
with the request that they comment on 
the material, thus giving the committee 
the benefit of their experience and ad- 
vice. Seventy-three per cent responded 
with, in many cases, most constructive 
comments, and, in some cases outright 
approval. The subcommittee reviewed 
all the comments submitted, giving care- 
ful consideration to each one. 

Both sections of the Handbook are 
now in the process of being redrafted 
in line with the action taken by the 
Technical Subcommittee at its meet- 
ings. The revised draft will be sub- 
mitted sometime during January to 
each member of the Technical Subcom- 
mittee for final approval. 

It is expected that a meeting of the 
Industry Committee on Interior Wir 
ing Design will be called to meet some 
time during February to act on the 
material prepared by the Technical Sub 
committee. 

Upon completion of the Farmstead 
and Residence Wiring Standards, work 
will commence on revising the wiring 
standards for multi-family dwellings 
and for commercial, public and indus- 
trial occupancies. 

The Technical Subcommittee con- 
sists of A. Carl Bredahl, Chairma: 
Westinghouse Electric and Manufac- 
turing Company, Arthur Abbott 
NEMA; Leo Dolkart, Leonard Con 
struction Company; H. G. Knodere: 
General Electric Company; Morris H. 
Lloyd, Niagara, Lockport and Ontario 
Power Company; George H. McKee 
George H. McKee Company, Inc.; H. 
R. Stevenson, Detroit Edison Company ; 
C. P. Wagner, Northern States Power 
Company; and C. A. Ward, Electric 
Bureau of Paterson, N. J. 
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RMA Voluntarily 
Restricts Meetings 


The Radio Manufacturers Associa- 
tion is arranging for full cooperation 
with the “request” of Director Byrnes 
f the Office of War Mobilization, is- 
sued January 6, for voluntary reduction 
n travel and attendance at industry 
meetings, trade shows and conferences. 
In immediate observance of the gov- 
ernment’s travel curtailment plan, Pres- 
ident Cosgrove has cancelled the annual 
RMA “Mid-Winter Conference” sched- 
uled Feb. 19 to 21 at the Roosevelt 
Hotel, New York. Cancellation also is 
in prospect for the tentative RMA parts 
trade show authorized next June at 
Chicago, although previously made con- 
tingent by the RMA Board of Direc- 
tors upon the defeat of Germany by 
April 1. It is probable that the an- 
nual RMA “War Production Confer- 
ence” and annual membership meeting 
scheduled in Chicago next June will be 
held, but on a much reduced scale, the 
Association stated. 

A new member of the RMA Board 
of Directors is F. A. Hiter, senior vice 
president of the Stewart-Warner Corp., 
Chicago. He has been elected unani- 
mously by the Executive Committee of 
the RMA Set Division, to fill a va- 
cancy on the Association’s Board of 
Directors caused by the resignation of 
L. L. Kelsey, formerly with the Stew- 
art-Warner Corp. and now with the 
Belmont Radio Corp. also of Chicago. 
DSC officials report that 117 radio com- 








FOR 25 YEARS’ SERVICE, Marabelle 


Sutton, secretary and treasurer of the 


Standard Transformer Co., Chicago, 
receives a watch from W. F. Parker, 
president. Company is celebrating its 
25th Anniversary. 
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These Items Sell Readily 


Yes, Latrobe products really move. One reason is quick installation. 
which saves valuable time, and labor. Another is worthiness, which 
assures long satisfactory service. Right for both temporary and per- 
manent jobs—industrial, commercial, residential. 





No. 252-R Two Gang Box 


Shown with No. 208 receptacle in one section. 
One cover plate 1/2’". The other 2”. Both with 
flush brass plug. 





No. 470 “Bull Doq”’ Pipe or 
Conduit Hanger 


Unsurpassed for hanging 12", %” and 1” 
pipe or conduit to 4°" steel beam. Used also 
as ground clamp. 





No. 150 Box No. 207 Nozzle 


Approved for installation in concrete, or wood 
finished concrete floors. Tops easily adjusted. 





No. 284 Nozzle 


Ihis compact Duplex Receptacle Nozzle is 


furnished with 12" or %4” 
and very efficient. 


— 


“Bull Dog" 
BX Cable Staples 


Cartons, kegs and barrels. 


brass pipe. Neat 





“Bull Dog” Insulator Support 


Nothing more convenient for fastening porce- 
lain or glass insulators to exposed steel 
framework. Four sizes. 
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Collyer Resistol synthetic resin insulation is strong. It has a 
tensile strength of 2,000 Ibs. per sq. in. and a dielectric strength 
of over 1,000 volts per .001 inch wall thickness, permitting 
greater capacity for a given wire diameter and Resistol is 
tougher than other insulating materials for resisting abrasion 
and 


Resistol is approved by Underwriters Laboratories for tem- 


140°F. 


abuse. Flexible even at temperatures as low as —10°F, 


peratures up to Resistol is long-lived and withstands 


exposure to water, oil or sunlight. 


For further information, contact your nearest 


Collyer representative, or write us direct. 


COLLYER INSULATED WIRE CO. 


269 ROOSEVELT AVENUE, PAWTUCKET, RHODE ISLAND 
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ponent manufacturers—and 18 en{ 
equipment manufacturers have signc 

contracts to act as agents in the di 

posal of surplus war property. Officia 

hope that the number of componer 

manufacturers signing may reach 15 

and that 200 end equipment manufac 

turers will sign. Some manufacturer 

according to officials, are holding o 

because of the belief that the war wi 

not be over soon and there is yet plent 

of time to consider the problem. DS¢ 
officials explain, however, that the 

wish to complete all arrangements fo 
disposing of surplus property so tha 
they will be prepared regardless o 
when the war ends. For this reasor 

they urge that all manufacturers who 
have not signed give the matter im 
mediate consideration. 

The 1944-45 annual RMA member 
ship list and trade directory, with dat 
on the personnel and products of the 
Association’s members, now totaling a 
peak record of 227 companies, has just 
been issued. Additional copies of the 
directory are available upon request. 


Pearson Heads Everson 


Mach. & Equip. Sales 


H. E. Pearson has been appointed 
to head the machinery and equipment 
sales for Everson Electric Company, 
wholesalers in Allentown, Pennsyl- 
vania, according to an announcement 
by Walter A. Everson, president. 

A graduate of Pratt Institute in 
1926, Mr. Pearson joined the Switch- 
gear Sales Dept. of General Electric 
Company and was later connected 
with the Operating Dept. of New 
York City Board of Transportation as 
power engineer, then manager of 
Switchboard Transformer Sales Dept. 
of Line Material Company. Mr. Pear- 
son is chairman of the Lehigh Valley 
Section, American Institute of Elec- 
trical Engineers for the year 1944-45. 

In his new position, Mr. Pearson will 
handle sales of electrical and mechan- 
ical machinery and equipment. 


New Offices For 


Capacitron Company 


Production will soon be started on 
several lines of electrolytic capacitors 
in the new plant of The Capacitron 
Co., 849 North Kedzie Avenue, Chi- 
cago 51, Ill. Several types of fluores- 
cent ballast capacitors as well as 4 
complete line of heavy duty motor 
starting capacitors will be produced in 
the new building. 
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To Handle Appliances 
ForWESCO NewYork 


E. M. Lacey has been appointed 
eastern district appliance manager of 
the Westinghouse Electric Supply Co., 
with headquarters in New York, ac- 
cording to word from H. B. Tomp- 
kins, manager of the eastern district. 

Mr. Lacey joined WESCO in 
1932 as eastern district household re- 





E. M. Lacey 


frigerator supervisor for the State of 
New Jersey. Since the outbreak of 
the war he has been supervisor of ad- 
vertising and promotion for the east- 
ern district. 


GE Completes 
Ken-Rad Purchase 


The purchase of the radio tube man- 
ufacturing and plant facilities of the 
Ken-Rad Tube and Lamp Corporation, 
Owensboro, Kentucky, by the General 
Electric Co., which was announced in 
December WHOLESALER’s SALESMAN, 
was completed and the plant and bus- 
iness taken over by GE on January 2, 
according to W. R. G. Baker, vice- 
president in charge of GE’s electronics 
department. 

Stockholders of Ken-Rad authorized 
the sale on December 20. The sale does 
not include the Ken-Rad electric lamp 
manufacturing business. 

The new GE operation will be 
known as the Ken-Rad Division of the 
Electronics Department of General 
Electric Co. Carl J. Hollatz, formerly 
executive vice-president of Ken-Rad, 
will manage the division. 
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A BIG, NEW DRY BATTERY MARKET is 
cuihilins, Rétii tends ion rapidly growing in today’s war production 


Safest) Dettery masked. industry. Thousands of industrial batteries 
are used to power control and test instru- 
ments that guard the output of war material. And these same dry 
battery powered devices will be a highly important factor in peacetime 
production, too! Working closely with electronic instrument and equip- 
ment manufacturers, Burgess engineers have developed a complete line 
of industrial batteries for every application. Since Burgess sells indus- 
trial batteries on/y through distributors, the broad replacement market 
guarantees a steady profit volume. Burgess industrial and consumer 
advertising regularly appears in important trade and national maga- 
zines, and 1,629 weekly newspapers. Don’t overlook amy of the four 
big dry battery markets for post-war business—Remember!—it’s the 


complete line that builds profits! Burgess Battery Company, Freeport, Illinois. 














FARM AND HOME BATTERIES 
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The Merchant Marine Is Carrying 
The Load To Our Armed Forces. 
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Chicago Assoc. 
Elects Officers 


The Chicago Electrical Wholesale: 
Association held its annual election o1 
December 13, electing the followin; 
for the coming year: 

President, A. J. McGivern; vice 
president, Otto Frankenbush, Haw 
kins Electric Company; treasure: 
P. W. Greene, Middle States Electri: 
Company. 

To the Board of Governors the as 
sociation members elected: Leonard 
Gohn, Triangle Electric Company 
F. R, Eiseman, Revere Electric Sup- 
ply Co.; August Kubec, Kubec Elec- 
tric Company; Marvin Liberman, II- 
luminating Electric Company; Wil 
liam Muntz, Muntz, & Lea Com 
pany, Elgin; H. D. Roseth, Co-Op 
Electric Supply Co.; Charles Weicen- 
sang, Hyland Electrical Supply Co. ; 
Sol Weinress, Efengee Electrical Sup- 
ply Co. 


A-W Displays At 
Home Builders Show 


To assist builders of post-war homes 
by showing them how adequate wiring 
will help them meet public demand for 
automatic features in all sizes and types 
of homes, the National Adequate Wir- 
ing Bureau participated in the Exposi- 
tion of the National Association ot 
Home Builders, January 15 to 18 at 
Chicago. 

The bureau featured adequate wiring 
layouts for six prize-winning home de- 
signs which will be on display. In addi- 
tion to the wiring layouts, the Ade- 
quate Wiring exhibit will demonstrate 
the electrical sales features gained for 
each home by adequate wiring. 


Hyneman Will Head 
Portland Ore.-Graybar 


The managership of the Graybar 
Electric Company at Portland, Ore., 
has been taken over by R. D. Hyne- 
man, formerly office procurement ad- 
visor there. He succeeds §. G. Ward 
who is retiring on a pension after more 
than forty years of service. 

Mr. Hyneman joined the company 
at Seattle in 1917. He has worked at 
Tacoma and Portland since then. He 
is a member of the Northwest Elec- 
tric Light and Power Association and the 
Electric Club of Washington. 
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Develop Integrity IMPERIAL NEOPRENE JACKETED PORTABLE CABLES 
. * “~~ 
tT) 
daa uaineers wold 2 CRESCENT SYNTHOL Type SNW | 
C1 An appeal to the lighting industry > yp > 
Oo! to build integrity and public responsi- | a 
ing bility into the profession of illuminating Zz g Oo 
engineering was voiced by S. B. Wil- a Or More Conner o 
. liams, president of the Illuminating = 
ce kes : 5 A 
via Engineering Society, and editor of | & Ia Wet L e 
Electrical World, in an address before 
” the Chicago section of IES in January. ~~ 
ri “The job of the lighting industry in | ® m 
the next ten years is to relight Amer- ss 
as ica,” Mr. Williams asserted. “We must uw a 
ard not look on this task merely as a means = Z 
ny ; of selling more lamps, fixtures or kilo- < 2 
up- watt hours. In executing the task we Vv > 
ec- must strive to serve the public better. s: m 
Il- For only by doing things better can we Z 0 
i] contribute to the common good and ad- <q > 
‘a vance as a profession,” Mr. Williams Ge OLD & 
4 explained. Zz 
Op Many steps are being taken by the fd No. 14/3 Cond T RL Th No. 10, T RW > 
wd Illuminating Engineering Society to ad- us o E¢/ ven vey ype ee ae ype 0 
A.; vance the position of the society as a Y Carries !) amps. Carry <> amps. = 
up- fact-finding organization Mr. Williams a = 
pointed out. They include: establish- | 4s = 
ment of a fund for research in lighting 
and seeing problems; compilation of e 2. 
~~ > 
more and better recommended prac- D 
tices; development of ways and means uy “ 
to better lighting equipment; study and =) w 
W investigation of the quantity and quality <q VY 
ies of lighting; promotion of formal courses 7 re * 
: in illumination at colleges and universi- a 
ring . 2 nigh = 
ee ie preparation of a lighting hand- + w 
: book. jm 
4 9 “Tllumination engineering is advanc- < NEW < 
ser ing slowly toward professional status,” Ir Three No. 6, Type SNW < 
e Mr. Williams said. “We have a long ” Carry 54 amps. 2 
, way to go. Engineering is an exact sub- Vv : . 1 ; 
B at ject. Our science cannot be exact when | 53 Insulated with a special thermoplastic that is = 
ring | We have such a wide area of the un- = extremely resistant to moisture, acids, alkalies and ra 
de. | Known. We have too few facts to goon. | EF oil, inherently flame-retarding, high dielectric and a 
ddi- | We need to test the information we | $ mechanical strength, bright permanent colors, - 
A de- have in the research laboratory,” he > sna Tins Li f ey 
laine continued. “It must be the function of O er, Casy pulling, iree stripping 
4*™ the I.E.S. to provide the fundamental > SYNTHOL Type SNW = 
knowledge that is applied by the light- ; . Ree m 
ing industry.” < is approved by Underwriters Laboratories in sizes o 
7 from #14 through #4/0 AWG under section Zz 
j 2 3035 of the 1940 N.E. Code for use in raceway o 
: ° 6< systems, such as: (a) Underground, (b) In con- 9 
oa ae > 
Okonite Appoints crete slabs or other masonry in direct contact with ow 
yar a 
A. L. McNeill . the earth, (c) In wet locations, (d) Where the m 
bar ; condensation and accumulation of moisture within 
Ore. A. L. McNeill has been appointed the raceway is likely to occur. a 
[yne- | manager, Chicago District, of The uw 
- ad- | Okonite Company, and will direct the 2 Write for Descriptive Folder on - 
Nard § company’s insulated wire and cable <x A 
more § Sales in the middle western territory S SYNTHOL Types SNW and SN 4 
extending from the Ohio River to the a S 
y # Rocky Mountains. be : 
pany ox 
Pa Me. McNeill previously was mana- | & CRESCENT INSULATED WIRE & CABLE CO. > 
_ Hef ger of the railroad department for this = TRENTON, N. J. oO 
Elec- | territory. He has been with the com- & ‘ ‘@ 
.dthe | pany since 1925, and before that had Available Through Electrical Wholesalers > 
wide experience with several of the o 
i scacoagete A RUBBER POWER CABLES @ VARNISHED CAMBRIC CABLES ™ 
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when you suggest 


DRAKE 


You can count on complete customer satisfac- S ') L y) . ~ | N G 


tion from DRAKE Soldering Irons. Backed by 
25 years of soldering iron manufacturing ex- 
perience DRAKE Soldering Irons have built 


a reputation for quality 


IRONS AND 


é akes them dis- 
tinctly preferred by  Sieaal ie peed SOLDER POTS 


industry, 














lron for Every Purpose 
Write for Illustrated Literature 


Drake Has An 


on the Drake Soldering Line 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE - CHICAGO 13, ILL. 









Buorxe Bakelite blocks 
are uniformly dense due 
to high pressure in hard- 
ened steel moulds in 
electrically heated and 
operated moulding 
presses. They feature 
high resistance to moist- 
ure and electricity. 










AC AND DC MOTORS AND GENERATORS 


BURKE 






SERIES 3000 features a center barrier 
moulded-in construction for extra me- 
chanical strength. Center barrier off 
center to permit the use of terminal lugs 
on one side. 


x Write for New Loohlet 


Texmind BLOCKS 


BURKE ELECTRIC COMPANY °* ERIE, PENNSYLVANIA 
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More Electricity 


For Michigan Farms 
More than 25,000 additional Michi 


gan farms will be electrified when ma- 
terials are available after the war, 
D. E. Wiant, of the agricultural engi- 
neering department of Michigan State 
College, said recently in a report on 
rural electrification in Michigan. 

The two major power companies 
serving the state will construct an esti- 
mated 7,000 mi. of lines at an expendi- 
ture of nearly $12,000,000 within two 
or three years following cessation of 
hostilities, Wiant said he learned in in- 
terviews with officials of the companies. 

Rural Electrification Administration 
borrowers in Michigan are making 
plans for a $7,000,000 post-war expan- 
sion program that will bring electricity 
to 12,300 unserved rural customers 
within three years after materials and 
manpower become available. Most of 
this expansion will be in western and 
northern portions of the Lower Penin- 
sula and in parts of the Upper Penin- 
sula. 


Will Cost $4,000,000 


Four million dollars will be used to 
build distribution lines and $3,600,000 
to finance generation and transmission 
facilities, installation of plumbing and 
electrical equipment on farms and in 
rural homes, and the improvement of 
existing rural electric systems. REA in 
past years has made loans in Michigan 
to 13 locally controlled member-owned 
cooperatives which operate 9,000 mi. 
of line serving 25,000 farms and 7,000 
other rural customers. 

Detroit Edison Co., which operates 
in the Thumb and Southern Michigan 
areas, will build an additional 600 mi. 
of new farm services lines costing at 
least $1,000,000. An additional 2,176 
farm customers will be served. This 
extension of farm service will complete 
the electrification of all farms in ap- 
proximately 12 counties in the terri- 
tory. Detroit Edison at present has 
7,456 mi. of farm service lines. 

Consumers Power Co., which oper- 
ates in a U-shaped arza bordering Lake 
Michigan, Lake Huron and the south 
central portion of the Lower Peninsula, 
expects to spend $2,800,000 for con- 
struction of 2,800 mi. of rural exten- 
sion within two years following the 
war. A total of 11,000 additional farms 
will be electrified in this area, taking 
care of 62 percent of the present un- 
served farms. The remaining 38 per- 
cent of unelectrified farms will be 
reached by lines within an additional 
year or more, according to company 
officials. At present, 79,000 farms in 
50 counties in lower Michigan are be- 
ing served by Consumers Power. 
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Managers Announced 
By West Coast Wesco 


Three new managers for the West- 
inghouse Electric Supply Company have 
been appointed in the northern California 
area in a move preparing for post-war 
business, Charles R. Mathews, northern 
California district manager announced 
recently. 

J. C. Williams, who was appointed 
northern California district stores man- 
ager, was formerly manager of the Oak- 
land branch, and has been with West- 
inghouse since 1923. 

Henry N. Muller has replaced Mr. 
Williams as Oakland branch manager. 
Mr. Muller was northern California 
district credit manager. He _ joined 
WESCO in 1926 following three years 
with Holtermann Electric Company. 

John B. Harvey is the new district 
credit manager. He was formerly as- 
sistant credit manager for Wesco in Los 
Angeles, and before that was office man- 
ager for the company at Phoenix, Ariz. 


Second “E” Renewal 
For Bryant Elec. 


The employees of the wiring device 
division of the Bryant Electric Com- 
pany, Bridgeport, Conn., have been no- 
tified of a second renewal of their 
Army-Navy “E” in a letter from Ad- 
miral C. C. Bloch, chairman of the 
Navy Board for Production Awards, 
to H. E. Seim, vice-president and gen- 
eral manager of the company. 

The renewal of the award was in 
recognition of meritorious service on 
the production front and in the main- 
tenance of high standards in the man- 
ufacture of special equipment for the 
Navy. 

The Plastics Division of the com- 
pany recently received a star as evi- 
lence of renewal of its “E” from the 
Army. 


Esthus to Manage 


Graybar-Des Moines 
2 C. Esthus took 


On January 2, L. 
wer the duties of Graybar manager 
n Des Moines, Iowa, replacing J. P. 
Lawton who was recently appointed 
1orthwestern district manager with 
1eadquarters in Seattle. 

Mr. Esthus started with the com- 
yany at Chicago in 1918, and has served 
is a salesman in Grand Rapids, Green 
Bay and Milwaukee. 
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SELLS ITSELF! THERMOSTATIC 
KWIKHEAT SOLDERING IRON 


* 
on 


COMPLETE U.L. 
APPROVAL 


COOL, PROTECTING 
HANDLE 











MODERN DESIGN 


WELL BALANCED 
LIGHT WEIGHT 


THERMOSTATIC 
HEAT CONTROL 


QUICK HEATING 


ELEMENT * Weighs only 14 ozs. 


* 225 Watts — Powerful! 
6 INTERCHANGEABLE 
TIPS 


Hthoue 


* Heats in only 90 Seconds 








Only the Kwikheat has... 
Built-in Thermostatic 
Heat Control ... Check the exclusive 


advantages that put the Kwikheat Soldering Iron in a 
class by itself... it’s HOT, ready to use only 90 seconds 
after plugging in. Saves time. The built-in thermostat 
keeps the Kwikheat Iron at correct temperature for 
most efficient work—can’t overheat —saves re-tinning 
time. Powerful, 225 watts, yet it’s light (14 oz.) — well- 
balanced. Cool — safe — protected handle. Six inter- 
changeable tip designs enable one iron to do ’most any 
job. No wonder the Kwikheat Iron is easy to sell. 
You cannot afford to overlook the Kwikheat Soldering 
Iron. Write today for complete information — $11 list. 
VANATTA 1 





* 
cae. ed 7, ‘4 (J 


IRON 


THERMOSTATIC SOLDERING 
Di 


ton of 


3903 San Fernando Rd., Glendale 4, Calif 





Sound Equipment Corp. of Calif. « 
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25 Years Protection 





for the Wholesaler 


More than a quarter century ago, 
TRICO adopted a strict “THRU THE 
WHOLESALER" policy and adhered to 
it religiously. It has assured real profit 
protection to every Wholesaler dis- 
tributing TRICO PRODUCTS. 


The TRICO LINE has grown to en- 
viable leadership. New items, to meet 
the changing needs of Industry, are 
added constantly — new opportunities 
for GREATER PROFITS to TRICO 
WHOLESALERS. 


Trade Journal and direct mail adver- 
tising create ever-increasing demand 
— engineering superiority guarantees 
customer satisfaction. 


For a profitable line 
WITH A FUTURE... 


SELL TRICO 











FARIES MFG. CO. titinors 























FLUORESCENT 


aries Pn 


Industrial Brackets ==: 


15324-25 
Here’s good news for Contractors and Dealers 
who've been unable to supply Industrial 
Brackets without high priorities. We’ve been 
permitted to resume manufacture of a limited 
number of incandescent and fluorescent mod- INCANDESCENT 
els. Only a few brackets are as yet available 
but we expect to expand the line as conditions 
improve. 








Available for Immediate Delivery 


(No preference rating necessary) 
No. 41—Bench or Table Bracket... ..$ 4.00 
No. 3091—Clamp on Adjustable 
Bracket... .. ; ice ae 
No. 522%—Adjustable Wall Bracket. 9.50 


Available on Rating of AA-5 or MRO AA-1 or AA-2 
No. 15300—Horizontal Vertical sent 
ment for single 15-watt bulb. .12 
No. 15301—Same as No. 15300 but 
equipped for 2-15 watt bulbs........ .22.50 
No. 15324—Same as No. 15300 but 
with base clamp for single 15-watt bulb. 13.50 
No. 15325—Same as No. 15324 but 
equipped for 2-15 watt bulbs........ 23.50 
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Benjamin Announces 
4 Personnel Changes 


One of the four employees of th: 
Benjamin Electric Mfg. Company o 
Des Plaines, Illinois, who has recentl; 
been promoted is A. E. Swedenborg 
Mr. Swedenborg has been field engi 
neer in the Michigan territory witl 
headquarters in Detroit since Decem 
ber 1930 and has now been moved to 
the Chicago office. He will contact in 
dustrial plants, architects and consult 
ing engineers. Mr. Swedenborg has been 
with the company since 1922 and has 
had experience in the manufacturing 
methods, cost and service departments 
of the company. 

C. H. Pollack, who has been field 
engineer in New York City since July 
1940, has been placed in charge ‘of the 
Buffalo territory. He has been with 
the company since 1936 and previous to 
appointment as field engineer, he has 
been connected with the manufacturing 
and engineering departments of the 
company since 1936. 

Since 1936, R. J. Mors has been in 
the manufacturing and service depart- 
ments of the factory in Des Plaines and 
recently has been appointed field engi- 
neer working out of the Chicago office. 

L. J. Vavrinek has been named chief 
engineer of the company to succeed P. 
D. Phillips who will serve as engineer- 
ing consultant until his retirement next 
March. Mr. Vavrinek will be in com- 
plete charge of all operations of the 
engineering and product development 
activities of the company. He has been 
with the company since 1922 and his 
twenty-two years of continuous employ- 
ment were interrupted only by fifteen 
months of service as a captain in the 
United States Army during the present 
World War. Mr. Vavrinek was given 
an honorable discharge in April 1942. 


Fourth “E” for 
General Cable 


The men and women of the General 


Cable Corporation’s Rome plant have 
been awarded, for the fourth time, the 


Army-Navy “E” for excellence in pro 
duction. 


In his letter announcing the award, 
Under-Secretary of War, Robert P. 


Patterson told the workers that “B) 


maintaining the distinguished record 


which previously brought you distin 


tion, you are once again proving your 


leadership on the production front 


This third White Star added to your 
Army-Navy Production Award flag 


carries with it the thanks and congratu 
lations of our Armed Forces.” 
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[lg Promotes Five 
To Engineering Staff 


Increasing research and product de- 
velopment personnel both for further- 
ance of the war effort and engineering 
of new products for post-war sales have 
led to the appointment or promotion of 
five men in the Ilg Electric Ventilating 
Co. organization. 

Frank P. Bleier, research and devel- 
opment physicist since 1942, has been 
named director of the new Ilg research 
laboratory, which is now in operation. 
A graduate of the Technical University 
of Vienna, Austria, in applied mathe- 
matics and physics, Mr. Bleier is con- 
sidered an expert in the field of fan de- 
sign, based on the theory of aerodynamics. 
Since he has been with Ilg, he has worked 
closely with officials in the U. S. Navy 
and Maritime Commission. 

Raymond V. Pfautsch, formerly an 
engineer assigned to new product de- 
sign, has been named assistant chief 
engineer. He will continue to devote his 
time primarily to product development 
and manufacture. A graduate of the Uni- 
versity of Illinois, Mr. Pfautsch has 
spent the past fifteen years with the Ilg 
organization. 

Another member of the engineering 
department, Richard Hanford, has been 
given the title of electrical engineer. He 
has been with Ilg since 1914, specializing 
in electric motor development. He is a 
member of the American Institute of 
Electrical Engineers. 

A. J. Lenke, who has been connected 
with the company since 1922, has just 
been appointed production manager. 
George Biggott, who joined the com- 
pany in 1942 as a production specialist, 
has been placed in charge of production 
planning and scheduling. 

All of these new appointees will work 
under the supervision of W. H. Rietz, 
who continues as vice-president in charge 
of manufacturing. 


W. O. Smith Heads 
Denver GE Supply 


Will O. Smith, Rocky Mountain 
district sales manager for General 
Electric Supply Corp., recently was 
promoted to general manager of the 
new Denver, Colo. district. E. E. 
Brazier, former Denver branch man- 
ager will be manager of the Salt Lake 
district. 

Mr. Smith has been with the Gen- 
eral Electric Company since 1919. 
Mr. Brazier was sales manager at 
Salt Lake before going to Denver. 
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That is what is said of a woman of 
rare grace, beauty and charm .. . of 
a man of exceptional ability, superb 
physical fitness and winning personal- 
ity. That, too, is what is said- of 
Talk-A-Phone, The World’s Most Com- 
plete Line of Inter-communication. 

It has “Everything” that refined 
modern styling, years of intensive 
research and specialized engineering 
skill are capable of producing in 
highly perfected inter-communication 
of unsurpassed beauty, convenience 
and efficiency. 

Why be satisfied with Jess than 
“Everything ?” 

Write or wire for catalog listing 
a Talk-A-Phone unit for your every 
requirement. Good deliv- 
eries now. Your sales 
rights protected by our 
rigid jobber policy. Ad- 
dress Dept. IA. 


TALK-A-PHONE CO. 


1512 S. Pulaski Road 
Chicago, III. 





Universal quality is evidenced in the extreme density of the structure, 


the smooth precision finish and the uniformity of the glaze. Uni- 


versal ‘dry process”’ porcelain knobs, cleats, tubes, house brackets 


and electric fence insulators are preferred by contractors everywhere. 


tHe UNIVERSAL cuay prooucts co. 


1549 EAST FIRST ST. SANDUSKY, OHIO 
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E-M:T CONNECTIONS IN A FEW SECONDS! 


With B. M. Fittings 


TWO QUICK SQUEEZES give you Finer, 
Faster Conduit Connections. B-M Fittings 
do away with the twisting, turning and 
tightening of nuts and save you valuable 
time and materials. Then too, they are 
stronger, neater and much easier to work 
with in tight places. Start using B-M 
Fittings today. Have more satisfied cus- 





DISTRIBUTED BY 


The M. B. Austin Co., Chicago, Ill 
Clayton Mark & Co., Evanston, IIl. 
Clifton Conduit Co., Jersey. Cy., N. J. 
Gen. Electric Co., Bridgeport, Conn. 
The Steelduct Co., Youngstown, Ohio 
Enameled Metals, Pittsburgh, Penn. 


Seal of Approval) 








<E2i 5 


(BM) 


igsa 


tomers—more profits from each job! 
(All B-M Fittings carry the Underwriters 


National Enameling & Mfg. Co., 
Pittsburgh, Pa. 

Triangle Conduit & Cable Co.,.. 
New Brunswick, N. J. 











Prompt Deliveries on Properly Rated Orders 


BRIEGEL METHOD TOOL CO. + Galva, Ill. 











Effectively used as guy line ground, or 
transformer and lightning arrester connec- 
tion to A. C. S. R. or copperweld conduc- 
tors where the.diameters may be from 8-A 
copperweld to 595” A. C. S. R. armour 
rods. Wire sizes .595” to 5/32”. 

ADAPTABLE TO A WIDE RANGE OF USES 

















% WRITE FOR BULLETINS-B x 





KRUEGER & HUDEPOHL 


236 VINE ST * CINCINNATI 2, OHIO 
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JACKSON 


VAPOR PROOF UNITS 











No. 2800 No. 


Now made in Aluminum 


No Priority Needed 


@ No. 2800 at left has a cast aluminum 
hood tapped for 1/2” pipe. For 60-100 
watt lamp. 

@ The 2804 for 150-200 watt lamp. 

The 2802 at right is an outiet box type 
and can be mounted on either a 31/4” 
or 4” box. For 60-100 watt lamp. 
Sold only thru Wholesalers 
Ready for Immediate Shipment 
Manufacturers of 
Industrial Lighting Equipment 


JACKSON 


ELECTRICAL COMPANY 
900 W. Van Buren St., Chicago 7, Ill. 











To Manage Sylvania’s 
Seattle Tube Div. 


Sylvania Electric Products Inc., an 
nounces the appointment of Cortlanc 
T. Clark of Seattle, Washington, as 
manager of the northwestern division 
of the company’s radio tube division. 
Mr. Clark’s territory will cover the 
states of Washington, Oregon, Mon- 
tana and northern Idaho. 

Widely known in the electrical and 
appliance fields, Mr. Clark was form 
erly connected with the Industrial Elec- 
tric Company, and later appliance sales 
manager for the North Coast Electric 
Company of Seattle, Washington. 

Mr. Clark is a veteran of World 
War II, having served in the U.S 
Navy from which he was honorably 
discharged. A member of the Wash 
ington Athletic Club and the I.E.S., 
Mr. Clark completed his schooling at 
the University of Washington. He will 
make his headquarters at the Sylvania 
offices in Seattle. 


Millican Added At Cleveland 


The appointment of J. T. Millican 
to the sales force of the East Central 
territory of Sylvania Electric Products 
Inc., Radio Tube Division, has been 
announced. 

Prior to joining Sylvania, Mr. Milli- 
can was connected with the Fisher 
Body division of General Motors 
Corporation in Cleveland, Ohio, where 
he was engaged in personnel work. A 
graduate of Western Reserve Univer- 
sity, Mr. Millican received his B.B.A. 
in June 1943, and more recently was 
honorably discharged from the Army. 
His headquarters will be in Cleveland, 


Ohio. 


Carrier Corp. Patents 
NewConditioning Unit 


Carrier Corp. has been granted nev 
patents for control of atmosphere in 
new and old multi-room buildings 
through a “Conduit Weathermaster” 
air conditioning system, Dr. Willis H. 
Carrier, chairman, has announced. 

The chief advances said to be con 
tained in the new air conditioning sys- 
tem are: (1) need for less room for 
equipment; (2) elimination of return 
air ducts heretofore used in most sys 
tems; (3) allowance for any numbe 
of rooms, supplied from the same cen 
tral conditioner, to be _ individuall 
heated or cooled. 
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Phila. Elec. Mfg. Co. 
To Make Floodlamps 


The Philadelphia Electrical Manu- 
facturing Company has announced that 
it is succeeding the Electrical Service 
Supplies Company of Philadelphia in 
the manufacture and sale of Keystone 
Golden Glow Floodlighting Equipment 
for area and display floodlighting. This 
equipment will be known henceforth 
as PEMCO Golden Glow Floodlight- 
ing. 


Peterson to Handle 
Vaculator Advertising 


| Milton Grey, general sales manager 
of the Hill-Shaw Company, Chicago, 
announced recently the expansion of the 
company’s Chicago staff to include 
Curtis L. Peterson as advertising di- 
rector of the domestic and commercial 
lines of Vaculator Coffee Makers. 
Mr. Peterson has been with the U. S. 
Army, Corps of Engineers, and before 


that was director of advertising for 


the Edward Katzinger Company of 
Chicago. 
Mr. Grey announced also the ap- 


pointment of Jon Zitz to be Central 
listrict sales manager. 


Bieringer Appoints 
Colligan As Assistant 


Walter H. Bieringer, vice-president of 
the Plymouth Rubber Company, Inc. of 
Canton, Massachusetts announces the 
appointment of “Eddie” Colligan as his 
assistant in charge of Slipknot tape sales. 

Mr. Colligan has been with Plymouth 
Rubber for over twenty years in the 
factory technical end of the business. 


Appointments At 
Warren Telechron 


The following appointments at the War- 

1 Telechron Company, Ashland, Mass., 
have been announced: 

W. J. Haggerty has been made manager 
of industrial sales. He has been with the 
company for many years. 

Colonel W. F. Bigelow, now on inactive 

uty, has rejoined Telechron as Sales Of 
fee Manager, 

E. J. Holland, long a member of the 

rganization, has been appointed manager 

f special clock sales. 
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PORTABLE ELECTRIC 
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The BIG BEAM story is so simple you can tell it 
in a headline — but you never do get to the end 
of BIG BEAM’S possibilities both as an item to 
use and for you to sell — practically everywhere. 

And when it is extensively advertised in a list 
of publications including National Safety News, 
American City, Nation’s Business, Farm Journal, 
Hardware Age, as well as electrical, aviation and 
railway publications, it is further evidence that 
BIG BEAM will be a valuable profit-building 
item in your line. Get acquainted with BIG 
BEAM Now! 


UJ - C a L | TE M FG " C0 ™ Dept. G., 11 E. Hubbard St., Chicago, Ill. 








FOR INDUSTRY —FARMS 
MUNICIPALITIES 
RAILROADS —BOATS 
TRUCKS 











Don't let it go to edn. save it with 


BELL VOICE-PAGING EQUIPMENT 


Business executives have no “time to burn” these 
days — no time to “go ask Jones” or “wait for word 
from the shipping department’! And BELfone Inter- 
com Systems make it profitable for you to help them 
save time. Just tell them that — 

“At the flick of a finger, BELfone gives you in- 
stant, speaking contact with any selected party. You 
save time and energy, keep telephone lines cleared 
for outside calls, cease waiting for messengers or 
inter-office phone connections, avoid errors and 
confusion, get quicker action on suggestions and 
instructions.’ 

No matter what needs arise, there’s a BELfone 
Inter-communication System that will bring the best 
possible results. 


Write for details today! 


BELL SOUND SYSTEMS, INC. 


COLUMBUS 3, OHIO 
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Sb eciba: 


Hanger 


PYLETS 





Type ALC flexible 
fixture hanger 


Suspension hanger 
and conduit clamp 


The Pylet line of heavy duty conduit fit- 
tings for industrial service includes a 
complete range of lighting fixture Pylets 
—substantially built to withstand severe 
service conditions. Threaded flexible 
fixture hanger Pylets for pendant fixtures 
have a universal joint hub allowing easy 
removal of the fixture. Free swing allows 
movernent of the fixture, and a stop is 
provided to prevent injury to wiring. A 
cushion type is also available, protecting 
against vibration. Rectangular Pylets 
with suspension hanger serve the dual 
purpose of supporting the fixture from a 
span wire and providing a mounting for 
the conduit fitting with its outlet cover. 
Many other types are available for incan- 
descent and mercury vapor lamp com- 
bination fixtures. Write for Pylet catalog 


with complete listings. 


THE PYLE-NATIONAL COMPANY 


1352 N. Kostner Avenue, Chicago 51, Illinois 
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C. E. Brown 


Charles Edward Brown, executive vice- 
president of the Okonite Company died in 
Chicago on January 13. He was well- 
known in electrical wholesaling, electric 
utility, railroad and industrial fields. 

Mr. Brown was for many years promi- 
nent in the Electrical Supplies Jobbers As- 
sociation, early predecessor of the National 
Electrical Wholesalers Association. When 
active on committees of the ESJA, he was 
considered one of the most constructive in- 
fluences on the wholesaling industry. Dur- 
ing World War I he served on the War 
Service Committee of ESJA. 

Born in Philadelphia, Pa., on July 15, 
1866, Mr. Brown started his long business 
career in Chicago, with Marshall, Field & 
Co. in 1884. Five years later he became 
associated with the McKinlock brothers as 
vice-president and part owner of the Cen- 
tral Electric Company, one of the earliest 
and largest of the electrical wholesale or- 
ganizations in the United States. 

His experience there as a distributor of 
Okonite wires, cables and tapes led to his 
joining The Okonite Company in 1925 as 
executive vice-president in charge of all 
sales through the Middle West. He had 


been an Okonite director since 1919 and 





Charles E. Brown 


continued in this capacity until his death. 
During the same period, he was also a 
vice-president and director of The Oko- 
nite-Callender Cable Co., Inc. 

In 1943, at their annual meeting the 
National Electrical Manufacturers Associ- 
ation presented Mr. Brown with a cita- 
tion and Fifty-Year Certificate because of 
his. long and untiring service as a pioneer 
in the electrical industry. 

Acting in many civic affairs Mr. Brown 
had served on the Board of Governors of 
the Chicago Opera Company and the Di- 


} rectorate of the Chicago Boys’ Clubs Inc. 


of which he was president, 1938-1940. At 
the time of his death he had been a trustee 
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You'll Soon Be 
Making Money 


WITH 


TOASTSWELL 
TOASTERS 





At through the war, we've never 

once stopped making famous 
TOASTSWELL Toasters, but our en- 
tire huge production has been going 
to Uncle Sam’s Service men and 


Y 


women. ul 
On V-Day, we'll be eager and hap- = 
py to serve our thousands of Jobber fu 
and Dealer friends again. Eager to in 


supply them with TOASTSWELL— 
the Super-Silent, Fully Automatic 
Toaster that’s unsurpassed in beau- 
ty, performance, and dependability. 


THE TOASTSWELL COMPANY 
620 Tower Grove Ave. * St. Louis 10, Mo. 
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Always a “natural” for electri- 
cal store merchandising, de- 
mand for this product has been 
accelerated by tremendous in- 
terest in the nationally adver- 
tised $5,000 prize slogan 
contest. 


GET ON BAND WAGON 
NOW 


ATTRACTIVE DISPLAY 
FREE 


e 
Ask for "VS-39” Deal 


Your wholesaler has this pop- 
ular unit-packed, field tested 
and proved assortment. Shows 
full 3345%. Quick turnover 
insures volume and profit. 


ASK YOUR WHOLESALER 
OR 








WRITE TODAY | 
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of the Chicago Music Foundation for 7 
years and a director of The Wacker Corp. 
for 12 years. 


Mr. Brown helped to establish the Elec- | 


tric Club in Chicago and served as its 
president for many years. He was also a 


| member of The Chicago Club and of Old 


| 


Elm Club, Shoreacres and Onwentsia Golf 
Clubs. 


C. W. Appleton 


Charles W. Appleton, retired vice-presi- 
dent of the General Electric Company and 
a former district attorney and magistrate 
in New York City, died last month in 
Greenwich, Conn., following an illness of 
more than almost five years. He had re- 
tired in 1940. He was 70 years old. 

A native of Brockton, Massachusetts, 
where he was born November 9, 1874, 
Judge Appleton obtained his Bachelor of 


| Science degree from St. Lawrence Uni- 


versity in 1897 and graduated from New 
York Law School in 1899. In 1929, St. 
Lawrence conferred on him an honorary 
degree of Doctor of Laws. 

Admitted to the bar in 1899 he engaged 
in the general practice of law for four 
years and in 1903 became assistant district 
attorney under William Travers Jerome. 
In 1910 he was appointed city magistrate 
by Mayor William J. Gaynor. 

Judge Appleton resigned from the bench 
in 1918 to become counsel to the General 
Electric Company, in which capacity he 
continued for nine years, In 1927 he was 
elected a vice-president in charge of gen- 
eral relations with public utilities, which 
position he held at the time of his retire- 
ment. Widely known throughout the elec- 
trical manufacturing and utility field, he 
was in 1936 a member of the executive 
committee of the World Power Conference. 


Samuel Propp 


Samuel Propp, for many years the New 
York representative of the Noma Electric 
Corporation, died in December at the age 
of 43. 

Mr. Propp’s entire business career had 
been spent in the Christmas Tree Lighting 


| and Toy Industries, products which he 





| 
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sold for Noma. 

He is survived by his widow, Anna 
Leah Propp, two daughters and 
brothers. 


four 





ASSOCIATION NEWS 


BALTIMORE-—Chairman Murphy of 
the Electrical Manufacturers Represen- 
tatives Association reported at the regu- 
lar meeting the following nominations 
for 1945: F. A. Leser, president; Frank 
C. Butts, vice president; R. C. Mont- 
gomery, secretary; and J. Vernon Let- 
mate, treasurer. 

At a recent meeting Mr. Butts asked 
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what you need— & 
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— from the COMPLETE line’ 


Stud Connectors and Solderless 
Terminal Adapters for distribution 
and power transformers . . . for 
connecting to cable, pipe or bus 
bar . .. in line or at any angle. 
Connectors with reversible clamp- 
ing caps take two different ranges 
of cable sizes. Furnished for any 
number of conductors. A few of 
Penn-Union’s many types: 


“v. 
Also . . . the most complete line of Q@U® 
Service Connectors, Cable Taps, 
Tees . . . Straight and Parallel |) 
Connectors Bus Supports, a 


Spacers . . . Grounding Clamps, {3 


, 


° a% 
Terminal Lugs, etc. etc. ca. 3 
Penn-Union conductor fittings are Sime 
— ¥ 


the first choice of leading utilities, 
industrials, electrical manufacturers \e 
and contractors—because they have 
found that “Penn-Union” on a 
fitting is their best guarantee of 
Dependability. Write for Catalog. 


PENN-UNION 
ELECTRIC CORPORATION 


ERIE, PA. Sold by Leading Jobbers G& 
t- 


- + 


Fittings 


Srl Pa. 
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to be excused from serving as chairman 
of the committee for the 1945 Electrical 
Show and Mr. Buress was appointed in 
his place. 


DETROIT—The Electrical Association 
of this city reports that preparations are 
still in progress for the 1945 edition of 
“Who's Who in Electrical Detroit.” The 
book will contain alphabetical lists of all 
members of the Association along with 
data on addresses, phone numbers, com- 
panies in the various sections of the As- 
sociation, etc. As was previously men- 
tioned, there will be no advertising in 
this non-commercial enterprise. The 
price is $3.00 and additional copies, at a 
lower cost, will be available if ordered 
in advance. 

A lighting school will start some time 


| in March of 1945, according to reports 


| The 





from the Electrical Association. This 
course will meet nine evenings, one meet- 
ing each week. All phases of lighting will 
be seriously considered. The Detroit 
Edison Company has donated the use of 
its small auditorium for the purpose. 
The Association informs us that some 





very fine work has been done by the | 
| many Association committees on post- 


war activities. The Sub-Committee has 


worked on the problem of Adequate | 
| Home Wiring for the post-war period. | 


Association acknowledge its in- 
debtedness to the following men for their 


co-operation and guidance during a year | 
of extremely difficult operations: An- | 
drew Rogerson, chairman; Herbert E. | 
Cook, secretary; Harry E. Brack; Sam- | 


son Levitt; Howard Nugent; Joseph 
Penn; H. R. Stevenson, succeeding W. 
Knapp; and Roy Vershure. The Sub- 
Committee has worked closely with the 
post-war activities committee and the 
Board of Governors. They have recom- 
mended to the Board an operating com- 
mittee appointing A. A. Togesen, chair- 
man; H. E. Cook, vice chairman; Clyde 
LaMee; and Andrew Rogerson. These 


men may add further members if and | 


when found necessary. 
The electrical contractors, the largest 


| group of members, will profit most as in- 
| dividuals from the Adequate Home Wir- 


ing Program, but it will likewise benefit 
the wholesalers, manufacturers of com- 
ponents, the utilities and some of the en- 
gineers. However, it is felt that over and 


above these direct benefits, the entire | 
electrical industry needs the impetus of | 


active promotion. 


KANSAS CITY—John H. McEvers, 
chairman, Kansas City Committee for 
Adoption of the State Consitution, Kan- 
sas City, Missouri, recently gave an ad- 
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ms Insist on P&S 


Available 
parallel slot types—Specifi- 
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cation or “Competitive’— 
Single or duplex—Single for 
CombinationWiring—Brown 
or ivory—With Bakelite or 
metal covers. Every one a 
P&S Quality Product. 


Send for Catalog for 


complete listing. 
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SYRACUSE 9, N. Y. 
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Model 100 


Model 122 





Positively Modern 


GITS 
PLASTIC FLASHLIGHTS 


Batteries and working parts are clearly visible through 
the transparent unbreakable body of Gits Plastic Flash- 
lights. Battery corrosion, that has destroyed millions of 
flashlights yearly, is detected immediately. Here is the 
really modern flashlight with longer life, new utility, 
eye appeal and pleasing warmth of touch. Three-way 
signaling and positive switch always works! Two cell, 
pre-focused with brilliant reflector. 

Available in two styles, illustrated. Transparent, also 
n colors, red, black, khaki, blue or ivory. Straight 
2-cell ‘**Plastic Eye’’ Model. Stock No. 100 retails at 
$1.00. Super Right angle 2-cell Model Stock No. 122 
retails at $1.75 (with 2 bulbs). Order from your jobber. 

Subject to Limitation Order L-71. Orders accepted for 
post-war deliveries. 


4666 West Huron Street, Chicago 44, Ill. 
Manufacturers of the famous Gits Flashlights, Knives, 
Savings Banks, Games, Protect-o-shields, etc. 
Canadian Distributor: 

Kahn, Bald & Laddon, Ltd., 69 York St., 
Toronto 








LINE UP WITH THE 


ILSCO LINE FOR ’45 





America’s most complete and eco- 
nomical line ... featuring standard 
and special items .. . ready to 
serve you. 





ELECTRICAL CONNECTORS 
FABRICATED TUBE PARTS 











Write for illus- 
trated catalog. 
Put your prob- 
lems up to the 


Ilsco Engineers. 





COPPER TUBE 
& PRODUCTS, Inc. | 


CINCINNATI, OHIO 
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of the Electric 
His address was 


dress at a luncheon 
Association of this city. 
on the subject, “Consitutionally Speak- 
ng.” Mr. McEvers is an attorney and 
a member of the firm of Stinson, Mag, 
McEvers and Fizzell. 

Members of the Association spent an 
exciting 63 minutes watching the first 
Kansas City showing of Major Clark 
Gable’s “Combat America” at the Jan- 
uary 23rd luncheon meeting. The film, 
shot in color through the fighting ports 
and bomb bays of the B-17’s, showed 
exciting and deadly aerial battles which 
were narrated by Major Gable. The 
Association reports that the film pulled 
no punches, showing American casual- 
ties as well as those of the Luftwaffe, 
then in its full effectiveness. 


MILWAUKEE—Members of the Wis- 
consin Radios Refrigeration and Appli- 
ance attended the 
All-Electric Industry Meeting sponsored 
by The Electric Company at its Public 
Service Building. 

The Executive Committee of the As- 
sociation met recently 


Association recently 


to consider the 
putting the organization 
back on an active basis and decided it 


question of 








ANYTHING 
ELECTRICAL 
ON & OFF 
REGULARLY 


The TORK CLOCK CO., Inc. 


MOUNT VERNON, NEW YORK 


TORK 
CLOCK 





NALCO INFRA-RED RAY LAMPS 


(Carbon Filament) 








For Radiant Energy, Baking and Drying 


YOU can sell Nalco Dritherm Lamps for efficient re- 
sults . . . available in Inside Silvered (self-reflecting 
or clear glass types. 
Learn all of the sales advantages in featuring the 
Nalco Carbon Filament Lamps for the Infra-Red process 
Write for your free copy of ‘“‘Drying Problems Made 
Easy”’ today. 


North American Electric Lamp Co. 


1034 Tyler Street St. Louis 6, Missouri 
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SEND FOR THIS 
FREE BOOKLET 





Get this helpful 
booklet NOW for 
future ventilation 
sales... 


HERE are the answers to postwar 
ventilation problems ...how to ad- 
equately ventilate houses which have 
forced-draft heating and air condi- 
tioning — how to rid them of un- 
wanted, greasy cooking odors and 
vapors. 

Home ventilation problems are 
thoroughly discussed in a simple, 
quick-to-read manner in this new 
illustrated booklet that’s yours for 
the asking. 

Prepare now to talk “spot” ven- 
tilation and help your dealers and 
yourself to greater postwar sales and 
profits. 


Clip and mail the 
Coupon NOW! 










Seance ee 
DEPT. W2 
PRYNE & CO., INC 

1245 E. 33rd St., 

Los Angeles 54, Calif 

Please send FREE copy of your booklet 
“DANGER SPOTS.” 


a —— 
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POWER CIRCUIT 
TRANSFORMERS 





WE ARE PREPARED 
TO MAKE 
SHIPMENTS 
FROM STOCK 


DONGAN ELECTRIC MFG. CO. 
2989 Franklin St. Detroit 7, Mich. 
“The Dongan Line Since 1909”’ 











INCANDESCENT 
LAMPS 


FLUORESCENT 
LAMPS 


FLASHLIGHT 
BATTERIES 


CARTRIOGE 
FUSES 


SOLAR ELECTRIC 
CORPORATION 


WARREN, PENNSYLVANIA 
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should coast along as it is, pending some 
definite assurance on production of ap- 


| pliances. 


Members of the association recently 
attended an interesting meeting where a 
public relations representative of a large 
Milwaukee bank advised that his bank, 
and most other banks of the country, are 
drafting plans to provide much more 
liberal credit to small business institu- 
tions after the war than has been avail- 
able in the past. He defined “small busi- 


| ness” as constituting 92 5/10 percent of 
| all business and stated that this bank 


and others are also planning to go in 
strong on installment loans. 


| NEW ORLEANS-—The final meeting 





of the year of the Electrical Association 
of New Orleans, (which included elec- 
tion of officers and executive commit- 
tee), took place with much enthusiasm 
and good-fellowship in the Banquet 
Hall of the St. Charles Hotel. Presi- 
dent C. L. Osterberger presided and 
Secretary Guidroz read the minutes 
of the previous meeting. 

At the request of Mr. Osterberger, 
Fred W. Stevens, chairman of the 
Nominating Committee, presented the 
“slate” of officers and 
executive committee men to the mem- 
bership. The result was that Pendleton 
Lehde, president of the Pendleton Ship- 
building Co. and long-time worker for 
the Association, was announced as the 
new president for 1945. 

Other officers for 1945 are: Carl O. 
Brown, executive vice-president; E. R. 
Boruch, vice-president, wholesalers, 
utilities, manufacturers; Wayne B. 
Wands, vice-president, refrigeration; 
Fred Perrin, vice-president, electrical 
contractors; R. A. Mackenroth, vice- 
president, air conditioning and ventila- 
tion; J. W. Schroeder, vice-president, 
radio; W. E. Clement, director of 
Publicity; I. W. Tufts, treasurer; and 
J. R. Guidroz, secretary. 

Executive Committee for 1945: E. N. 
Avengno, C. C. Walther, C. N. Olivier, 
T. G. Smith, A. B. Lindauer, C. L. 


proposed new 


| Osterberger, ex-officio. Serving the sec- 


ond of their regular two-year terms 
will be: J. H. Braselton, Paul Hogan, 
Jr., and C. S. Green. 


| PASSAIC COUNTY, N. J.—A testi- 


| monial 
| 


dinner, honoring William H. 


| Tims, division wiring inspector for pub- 





lic service who is retiring after having 
given nearly half-a-century of faithful 
service to the electrical industry, was 
held at the Casino De Charlz, Totowa 
Boro, New Jersey by the members of 
the Passaic County Electrical League. 
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TATTELITE 
CIRCUIT TESTER 


Indicates voltages, 90 DC, 60 AC, 
to 500 volts AC or DC. Reports 
circuit and current conditions by 
glow, color and intensity of neon 
lamp. Glows on currents as low 
as 1 microampere. Absolutely safe 
to use. Casing molded tenite. 
Leads heavily insulated. 


Tests for AC or DC; blown fuses; 
conditions of cords and appli- 
ances; spark plugs and cables; 
radio frequency; leaky condensers; 
open coils in motor armatures. 
Scores of other tests. Approxi- 
mates voltages. Littelfuse also 
makes Low Voltage Tattelites. 


F No. 201002 
(Old No, 5076) 


{ Littelfuse Red 
Tattelite 


LITTELFUSE INC. 


4757 RAVENSWOOD AVE., CHICAGO 40, ILL. 
200 ONG ST., EL MONTE, CALIF. 
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YES, WE HAVE A “SPOT” 
AUTHORIZATION 





. and we are working like beavers 
to gather the material to produce the 
La Salle Wallamps we are permitted 
to make. 


Our factory still produces Aircraft 
Assemblies, but we hope to ship 
Wallamps during the first quarter 


of 1945. 


We can only ask our friends to be 
patient. 


LA SALLE LIGHTING 
PRODUCTS, INC. 


145 Seneca Street @ 
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3-Conductor 


j Single 
Soldering Angle Conductor 
Lug Pothead Pothead 


Write for a complete selection of 
RUSGREEN bulletins 


ENDULATORS (POTHEADS) ALL SIZES * ALL 
SHAPES * ALL VOLTAGES * ALL TYPES 
¢ BUS SUPPORTS © SPLICING KITS AND 
MATERIALS * INSULATING COMPOUNDS 


a 


RUSGREEN MFG. CO. 


14260 Birwood Avenue * Detroit, Mich 








MORE FACTS 


ON PRODUCTS 





Appliances—Landers, Frary & Clark of 
New Britain, Conn. has published a 32- 
page brochure to show its customers Uni- 
versal’s progress in its post-war planning 
of new product designs, plant layouts, 
precision machinery and new working 
models. It pictorializes 8 phases of the 
company’s post-war program for devel- 
oping methods used in manufacturing and 
merchandising its products. It contains 
drawings of the various appliances and 
housewares that will be manufactured 
post-war. Brochures will be sent to South 
America, printed in Spanish. 
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D-C Solenoids—Thirty-two page bulletin, 
issued by Cannon Electric Development 
Co., Los Angeles, California, contains 
photographs of the company’s line of direct 
current solenoids, together with tabular 
data, dimensional drawings, wiring dia- 
grams and response characteristic charts. 
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Electrical Equipment—The Square D Com- 
pany, Detroit, announces the releases of the 
“Square D Digest,” No. 129. This 75-page 
catalog contains numerous photographs and 
listings of safety switches, service equip- 
ment, multi-breakers, panelboards, bus and 
feeder duct, and motor control and pressure 
switches. This is an abridged catalog of 


products not listed in the No. 128 Digest. 
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Flux for Silver Soldering—A new 4-page 
bulletin issued by Superior Flux Company, 
Cleveland, Ohio, describes “Superior No. 
6 Flux” for silver soldering (patented) 
and gives detailed instructions for its use. 
Complete price information and laboratory 
and production test reports are included in 
this bulletin. Twenty other welding and 
brazing fluxes are also listed. 
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Watchman’s Report Systems—Stanley & 
Patterson Division of Faraday Electric 
Corp., Adrian, Michigan, has available 
upon request an 8-page folder describing 
and illustrating its Faraday-Dudley 
watchman’s report system. It outlines, in 
six steps, how the system works from the 
time the watchman signs for key, re- 
cording cyclometer count, up until the 
time the final examination of the cyclom- 
eter is made by the supervisor. 
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HIGH-LAG 


Keep Motors Humming 





STRONG FIBRE BRIDGES Add 
Extra Strength — Longer Life 
And Are Easily Replaced 





100% Quality 
APPROVED BY UNDERWRITERS 
Mfgr's. Agents Territory Open 


WARE BROTHERS 


4420 W. Lake St. Chicago 24, Ill. 
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MINERALLAC 


Steel HANGERS, CLIPS, STRAPS 


ute 0 





Minerallac Cable, Conduit and Messen- 
ger Hangers are STEEL. Easier, quicker 
to install; permit speedy, compact wiring; 
economical. Also in Everdur... 

Porcelain Insulating Bushings available. 

Jiffy STEEL Clips Pipe-san ) require 
only one screw, nail or bolt; rib- strength- 
ened; for hanging pipe, conduit, BX ca- 
ble, mounting coils, etc. Millions in use. 

- . . 

Steel Straps for Messenger-cable serv- 
ices on outlet boxes: may be used in con- 
junction with hangers. 

Order from your Electrical Wholesaler. 
Send for literature. 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street Chicago 7, Illinois 
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SUPPLY FOR 
SODERS 


and 


FLUXES 







L. B. ALLEN CO. INC. 


6731 BRYN MAWR AVE., CHICAGO 31, 


U.S.A. 
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Go to town with 


BIRDSEYE 
INFRA-RED 


Birdseye offers a full line of Infra Red 
lamps with new and exclusive features 
for longer life and increased efficiency. 
The industrial demand for better Infra-Red 


Lamps is tremendous. Cash in with Birds- 
eyes. Write today for details, prices, 


discounts. Wabash Appliance Corporation, 
Stockiya 31, N. Y. 


345 Carroll St., 
— 
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